DECEMBER 
1955 


In this issue 
Self-Service Store 
Builds Added Volume 
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SELL BETTER BECAUSE 
THEY PAY BETTER: 
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Factory-Engineered {7 7%? LP gas tractors 
cut farming costs 4 ways 


T BIGGER FUEL SAVINGS LP Gas often costs 4 1 3 LONGER ENGINE LIFI Slow-burning LP Ga 
o. . 
11 cents per gallon less than gasoline, depending on th develops a longer power impulse resulting in more uni 
locality. To make the most of this saving, specia ‘ . 
> a i g pre ire MM LP tra tors have full-power 
combustion design of MM LP tractors offers higher com 
pression. This means extra reserve power plus good 
part load economy 


y FEWER OIL CHANGES With LP Gas there's f 4 CLEAN. VISIONLINED DESIGN MM I 


* less carbon deposit and crankcase dilution ‘ 
lasts longer. LP gas and MM's extra large full-flow ALIN d LP t fler all advantas of LP Ga 
| ‘ - s ; ' , ‘ Y ’ MMi 


p ton he 1 area n rel 


filters keep oil constant ean | 


lubrication with fewer oil changes 
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STANDARDIZE ON “NATIONAL” 16 
...for highest fastener quality 


National maintains rigid quality control throughout the production 
of its most complete line of tasteners. In this way, you are 
issured of selling fasteners that are uniform in performance and 
in quality. And, National fasteners come in bright puckages 
with easy-to read labels tor quick and easy identification For 
over 6O years, National has maintained a re putation tor the / 


in headed and threaded fasteners 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal cxTenoen 4 


Prom 
3423 South Garfield Ave. « Los Angeles 22, Cal COTTER PINS 


We enki Fasteners JP Hodell Chains dj Chester Hoists 
ao ss tf 





4 





An armchair builder for the moment... 


. but he plans new construction or repairs for the milder day 
J I 

come Then he’ ll he a good pro pect lor Stormprool! { 

rooming Thanks in part to consistent Storm prool 


working for you in Progressive Farmer and Southern Plante 


BETHLEHEM STEEL COMPANY, BETHLEHE! 
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STANDARD CAN OPENER retails from $2.49 AUTOMATIC CAN OPENER retails from $3.49 











CABINET CAN OPENER retaiis from $8.95 TABLE ICE CRUSHER retails from $8.95 


a) 


’ ~ > 
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Seasons best from Swing:A'Way 
rinst ww saves SWING AWAY) 


BECAUSE IT’S FIRST IN VALUE! 


SWING -A~-WAY MANUFACTURING CO * St Lovis 16, Missouri In Canoda: Fox Agencies, Port Credit, Ontario 
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MORE AND MORE DEALERS 
ARE FINDING OUT THAT 











1. DEPENDABLE QUALITY 
2. GENEROUS MARKUPS 
3. REASONABLE RETAIL PRICES 
4. STRONG NATIONAL ADVERTISING 





Quality famous for over a ce Mtury keeps 
customers oming back for other Tree 
Brand items. Add BOKER’S generous mark 
ups, reasonable retail prices and strong 
SATURDAY EVENING POST ads and you 
have sure profits! Talk fo your jobber today 


about Tree Brand! 


EASY “PINKER 
SHEARS 


‘ 






“SUBURBAN” TABLEWARE SET 


Handsome sctica 244 e Tableware 


f 
e Pakkawood hand tain and 


STEAK SET 
b ‘ 








CARVING SETS 





POCKET KNIVES 


ZEEE | » sO 







ALSO BOKER PLIERS, 
SNIPS, WRENCHES 
CATALOG ON REQUEST / 





SCISSORS 
SHEARS 
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POST TREE QD Rano 
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BOKER & CO., INC. 
Estoblished 1837 


101 Ouene %. New York 7, WY 


Sales Increase Reported 
by Hardware Retailers 


SALES BY retailer 


in August 


independent 
averaged 12 percent a 
bove August, 1954, and for the first 
eight months of the year were eight 
percent above the 1954 period 

In comparison, sales by 

in the hardware 
building 
howed a 12 


inde 
pendent retailer 
and upplic 
also percent 
gain in August and a six per- 
t eight month 


lurnber 
group 
sale 
cent gain for the fir 
of the year 

” 


Hardware Wholesalers 
Report Gain in Sales 


hardware 
were 18 


SALES BY the nation 
wholesale in August 
percent above the same month in 
1954, 14 percent above July of thi 
year, and in the first eight month 
of the year were 11 percent a- 
head of the corresponding period 
of 1954. Sales by all categories of 
wholesalers in August averaged 17 
percent the 1954 

In contrast with the national av- 
erage, hardware wholesalers in the 
South Atlantic region in August 
reported an average sales gain of 
18 percent over the 1954 month 
Wholesalers in the East South Cen 


above month 


THE NATION'S 
tered the last 
with continued 
nearly all sector 
spending on just about all level 
is at a record high, Personal in 
August fo 
an annual level 


economy en 
quarter of 1955 
trength in 


For one thing 


come payments in 
example were at 
of 305 dollar a solid 
six percent August 
1954. As September opened, the 
average weekly 
workers reached an all 
high ($77.90) and furthe: 
are expected in coming month 


billion 
ahead of 


wage of factory 
tirme 


_ewoeooeeooyeeoeyyeeeremcercermcermhcereee 
ll i i i i i i 


gain 


according to one government : 
mency 
Retail sales in 


virtually all 





—woewwww wo 
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tral 


Rain 


region reported a 22 
while those in the West S« 
Central region had a gain 
percent 

For the fir 


yeal ale 


t eight month 
gain for hardware 
wholesale! in the three region 
pectively 10 12 


percent 


were, re and 
eight 


+ 


Farm Prices Received 
Under 1954 Levels 


THE INDEX of Prices Received by 
rose by one percent from 
mid-Sep- 
recent 


Farmers 
mid-August to 235 in 
tember, but still was four pe 
below last year. Higher prices re 
farmers for egy milk 
and commercial vegetable 
than offset declines for 
oilseeds, chickens, and 
mals. The rise in Septe 
the first last April 


¢ 


ceived by 
cotton 
more corn 
meat ani- 
nber wa 


ince 


New Increase in 
Consumer Credit 


CONSUMER CREDIT rose again in 
August, the latest month for which 
figures are available, by 740 mil- 
lion dollars to a total outstanding 
of 33.6 billion 


equal to approxi- 


Income and Spending at Record 


lime are well ahead of last year 
For the first eight months of the 
year, hardware retailers report- 
gain of 1X 
1954 period 


manufacturing level 


ed avcrage ale 
percent over the 

At the 
the picture was no le brig 
Mar 
unimet 
of 29 billion dollar the 
level on record 

Though construction activity 
has tended to level off in 
week busine pending for 
tend 


ifacture! order 


annual rate 


highest 


rose to an 


recent 


production machinery ha 
ed to offset any lo in construc 
tion outlay Manufacturer 
ales in the same period rose to 
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of the 


a record 27% billion 


petting a 


consume! 


ceived 


port 


the White 
it is almost certain that 
ment aid 


AND PRICE CHANGES 


f the annual 


after 


mately 12 
rate of consume! 
taxe 
According 


Commerce, thi 


pe rceent 


income 


to the Department of 
is the highest level 
relative to iched in the 
postwar period, As in past month 

most of the a total of 
509 million dollar ented in- 
tallment credit for 


automobile 


income fre 


increase, O! 
repre 


purcha Cc of 
> 


Moderate Inventory 
Build-up Continues 


ntorie in 
creased moderately again in Au- 
The Department of Com 
merce states that 
high rate of sale 
significant rise 


TOTAL BUSINESS inv 


gust 

apparently th: 
continues to pre- 
in stocks.’ 
rose by 
July 


inventorie in 


vent any 
Manufacturers’ inv 
le than one percent 
to August; retail 
about lle pe 
tock 


entori 
from 
recent and 
virtually 


creased 
wholesale 
unchanged 

The stock-sale 
larly for durable are till low 
compared with levels of the past 
few years. With economic activity 
further rise in 
in pro pect 


were 


ratio particu- 


rising a moderate 


inventories | for com 
ing month 


(Continued on page 46) 


High Levels 


dollar 
durable goods are 
larger share of the 
dollar 

The soft spot in the 


m price re 


Meanwhile 


economy 
is farm income. Far 


have continued to slide 


and cash farm income in the 
first 
about 


of 1955 1s 
four inder the 
period of 1954. Price ip- 
at 90 percent of parity 
there 


three quartet! 
percent 


ame 


eem to be a ired, but 

belief in most quarter that 
uch a move will be vetoed by 
House In ar event 
govern 


wil: continue 
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SOUTHERN scRiw co 


ROUND HEAD 
STOVE 


BOLTS 


100 
Cl ee 


"EZ to C" 
LABELS... KEYED FOR QUICK IDENTITY 


NOW Southern Screws are easier, faster and more securely handled, because 
only Southern packaging gives you "EZ to C"” TRIPLE-CHECK identification. 
Completely fumble-proof, Southern Screws and Bolts are identified for you three 
ways with our new box label 


1. By keyed color 

2. By keyed border design 

3. By keyed silhouette 
Delivered in strong, colorful, moisture and soil resistant boxes they help you 
do a selling job through attractive, eye-catching shelf identification. For your 
convenience—and for profit—use screws identified with Southern's ‘EZ to C”’ 


WOOD SCREWS . 
label—delivered to you promptly 


MACHINE SCREWS 

WOOD DRIVE SCREWS Write for Label Key Chort and descriptive catalog. Box 1360-5 
A & B TAPPING SCREWS 
ROLL THREAD CARRIAGE BOLTS 
STOVE BOLTS 


in bulk only 


DOWEL SCREWS 


SCREW COMPANY 


HANGER BOLTS 
STATESVILiC Of MORTH CAROLINA 


SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 
WAREHOUSES NEW YORK . CHICAGO . LOS ANGELES . DALLAS 
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You sell for. . . $15.76 
Your cost .... $9.84 


Your mark-up 65.92 60% 


For a limited time 


Individual ‘blister’ cards 
for self-selling display on your 
perforated board or counter trays. 


SPECIAL FEATURE OF CARD 


Assortment of 3 each HANDY® ('6 inch 
blade) in 6, 8 and 10 feet...and 2 MIGHTY 
HANDY (°, inch blade) 10 feet. These are 
the regular high-quality K&E Tapes. In com- 


pact carton weighing 4 lbs. 2 ozs. 


KEUFFEL & ESSER CO. 


HOBOKEN, N. J. 
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Good pointer 





for more 


For brisk file sales, feature these three 


sales Black Diamond files Why? Be« ause eac h of them 


superlatively fills a real filing need 
And because your customers have recognized 


Black Diamond files as highest quality for many years. 


BLACK DIAMOND MILL FILE 


One of the most versatile and poy r file 


are the most frequent! 


rounded edges. Ir econd 


BLACK DIAMOND TAPER-TYPE FILES 


For handsaws. Taper, Slim Taper, Extra 


4° to 8 lengths for precise harpening 


BLACK DIAMOND HANDY FILE 


Other 


One side suble-cut for fast 


and sharpening. An idea 


Order from your Hardware Wholesaler 


NICHOLSON FILE CO. * 15 ACORN ST. + PROVIDENCE 1, RHODE ISLAND >> 


BLACK DIAMOND FILES ror eveey purvose 
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South Bend Toy Appoints 
Metcalf Sales Manager 


THE APPOINTMENT of David A 
Metcalf as general sale manager 
for the South Bend Toy Manufac 
turing Co., South Bend, Ind., is an- 
nounced by Robert W. Muessel 
president. Metcalf was formerly 
ales manager of Studebaker: 
Packard's Detroit zone 


David A. Metcalf 


The New York, Nashville 
Seattle and Los Angeles sales rep 
resentative officers will be under 
his direction, as well as supervision 
of nation-wide direct sales con 
tacts with the trade outlet 

A native of Kansas City, Mo 
Metcalf graduated from the Uni- 
versity of Missouri in 1936 with a 
degree in Business Administration 
After rising to the presidency of a 
Kansas City trucking firm, Metcalf 
joined Studebaker in 1948 as truck 
representative in the South Bend 
branch. He was appointed assistant 
manager in 1951, in which capacity 
he served until his appointment as 
Detroit zone sales managet 


° 


Texas Firm to Represent 

Columbian Cutlery Co. 
COLUMBIAN Cutlery Co., Read 

ing, Pa., manufacturers of garden 


and farm cutting implement an 
nounces the appointment of the 





MANUFACTURERS - WHOLESALERS 


Texa Oklah«e 
Arkansa 
The firm was forn 
John Jack orrist 
Houstor and Ralph LD 
Dalla joth have serve: 
tory in ale capacitie 
ght year and are active 
of the Texas Hardwar: 


° 


New Service Begun 
by S & S Sales Co. Reese W. Harris 


S & S Sales Co., manufactur 
representatives with headquarte: tion to introducing 
in Dallas, Texa has announced manufacturers rep! tatiy 
that Reese W. Harris now is calling perform an important addi 
on hardware and lumber deale: function in providing deal 
throughout South Texa doing more product knowledge 
missionary work on the lines of helping them to merchand) 
builders hardware, hand tools, and promote products mot 
garden supplies which the com Use of a missiona! 
pany represent econd step taken by 

For the past 15 month Mi Co. to expand its service 
Reese has been operating the com aler More than two 
pany office and warehouse in the company Was amon 
Houston to open its own wareho 

In making the announcement means of ipplying wl 
Oscar M. Seale stated that in add even more rapidl 


Tapatco Sales Group Attends Meeting 


The sales group which recently attended the annual sales conference of 

The American Pad & Textile Co. at the main plant in Greenfield, Ohio, 

included (seated, left to right) Bil! Abbott, Ned Herrold, Paul Gessner, 

Lorry Horan; (standing) Bob Logan, Pooch Wile, John Mitchell, Dave 

Worthington, and Jim Van Canagan. The company manufactures the 
Tapatco line and will celebrate its 75th year during 1956 
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‘YH AIR ACCO’s Chain Sales-Maker 


products 
“NEWLY IMPROVED 
TO MAKE YOUR SELLING JOB 
EASIER THAN EVER! 


e The popular ACCO CHAIN SALES-MAKER — the con- 
venient display stand that has given a big boost to chain 
sales in hardware stores everywhere—has now been im- 
proved by the addition of a handy, quick-action Chain 
Cutter. This makes it easy to snip off just the amount of 
chain your customer wants. It saves time and steps on 
every sale 

This sturdy, attractive ACCO CHAIN SALES-MAKER 
permits you to display a wide assortment of chains in 
very little floor space. It puts your chain stock out where 
your customers can see it—feel it—buy it! Get your 
Sales-Maker and watch your chain sales rise. Shipped 
complete with your choice of chain assortments; chain 
comes on reels, as shown at left 


ASSORTMENT NO. 38 (7 REELS) 


175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 Ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 
75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
200 Ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


ASSORTMENT NO. 42 (7 REELS) 


175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 
75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
125 Ft. 2/0 Straight Link Elwel Coil Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
220 Ft. 16 Single Steel Jack Chain, Bright Zinc Plated 


haa ip. 
nf T NO. 43 (7 
Reet ASSORTMENT NO. 43 (7 REELS) 


he Abe —_ A 4 175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
Cyl r) by 200 Ft. 3 Tenso Chain, Bright Zinc Plated 
< 75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
150 Ft. 2/0 Passing Link Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
220 Ft. 16 Single Steel Jack Chain, Bright Zinc Plated 


ites. 


Order from your Distributor 


Agco American Chain Division 
DEALERS: < ye. AMERICAN CHAIN & CABLE 


if you now have an ACCO Chain Sales-Maker 

of the type shown above, order a Chain Cutter tYork, Pa. *Atlanta, Boston, *Chicago, *Denver, Detroit 

from your Distributor. Clamps on easily ouston, *Los Angeles, New York, Philadelphia, Pittsburgh 

—no holes to drill. 4 Portland, Ore., *San Francisco, Bridgeport, Conn 
(NOTE: Do not use Chain Cutter to cut case-hardened chain) “WAREHOUSE STOCKS fFfacTORy 
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, SPECIAL 


Christmas ‘Projects 


BOOST SALES OF 
REYNOLDS 
DO-/T-YOURSELF 
ALUMINUM 


Now, make a big Christmas item of Reynolds Do-It-Yourself 
Dress up your self-seller rack with the dazzling 


build sample Do-It-Yourself 


Aluminum 
new aluminum foil rack sign 
Christmas projects to add sparkle to store displays. Get 
three special Christmas plans— Reynolds plans Nos. 118 and 
127 for decorations, No. 117 for toys. And don’t forget to tie 
in Reynolds Aluminum with gift sales of power tools. You'll 


use aluminum for brighter Christmas business. Ask your 
Reynolds representative to give you complete details on thi 


Also available in Canada Christmas promotion 


See Reynolds New Prog 


REYNOLDS Do-It-Yourself ALUMINUM 


Reynoids Metais Company, 2500 South Third Street, Louisville 1, Kentucky 
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NEW Columbian 
COLPACK 
Rope Rack 





Here it is the fast, easy way to se rope and 

sell it profitably! 

Columbian Manila Rope sells readily and in large 
quantities to homeowner: farmer: boat owners and 
industrial firms. The handy Colpack carton originated 
by Columbian keeps your stock neatly coiled tree 

from dust easy 1o dispense appealing to custom 

ers. And now this new Rack makes an eye-catching 
display presents rope in an attention getting 
manner that earns extra profit: from impulse sales 
Columbian'’s Colpack and Rack are a money 
making combination! Your jobber can prove it 


see him for the fact 


COLUMBIAN 
Rope Company 


Auburn “The Cordage City’ N. Y 
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(Continued from page 8) 


Edmund Orgill Elected gan City, Ind., | 
Mayor of Memphis Kalamazoo Sled Co 


reen a purcnasi! 

AT THE election held in Memphi new appointment 
Tenn., on November 10, Edmund September 1 
Orgill, president of Orgill Brother J Reminga attended We 
& Co., hardware wholesale! Wi Michigan College and Xavie1 
elected major of the city. He will lege in Cincinnati. He served as a 
take office on January 1 bomber pilot during World War II 

Mr. Orgill, who became presi He joined the Kalamazoo organiza 
dent of Orgill Brothers & Co. afte: 
the death of his father, William 
Orgill in 1940, has been quite 
active in civic and association af 
fairs. He headed the War & Wel 
fare Fund drives in Memphis dur 
ing World War II, was president 

Jack Burkholder 


ern Electric Co. Hi 
Field Service Divisio 
working with the 
alesmen calling upon the 


and in general, field 


on 


Tom H. Reminga 


Pal Products Appoints 
Reminga Sales Manager 


THE APPOINTMENT of To tion in 1945 and 
Reminga as sales manager fo al them until his | 
Products, Inc., has been anno d ment. His backgrou! 
by Walter V. Smith, president of onnel work, purcha 
l 


i 


Edmund Orgill 

al. Reminga mov to the Michi it was announce 
of the Memphis Chamber of Com 
merce for two years in the mid 
40's, and served a two-year term 
as president of the Southern 


Wholesale Hardware Association — kilgysewares Exhibit to Be Heid in 


about the same time. The company ° ’ ° 
which he has headed for the last January at Chicago s Navy Pier 
15 years is one of the oldest and 

largest hardware house in the 
nation, having been established in 
1847 


CHICAGO AGAIN will be the house- January 26, with the except 
wares center of the world when Sunday, January 22, when 
° the 24th National Houseware how wi 10 * opel 

Manufacturers Exhibit opens Jan hou 


Jack Burkholder Joins iary 19 at Navy Pier and the ad daily. The exhibit w 
John T Everett & Co jacent Drill Hall p. m. on the final da 


More than 10,000 buyers from A total of 625 exhib 

Jack Burkholder has joined the all 48 state Canada and abroad cupy 1.032 booths over an area « 
Field Service Division of John T will more houseware and more than 300,000 square feet 
Everett & Co manufacture mall electrical appliance than floor space. Buyers will see 
representative Memphi Tenn r before assembled in a singl than four miles of exhibit 
according to W. N. Wilkerson, man ocation, according to A i). two hall 
aging partner of the firm cenberg, executive retar front Nav 

Burkholder is a native of Mem tional Houseware Manuf: ! Drill Hall 
phis. For the past 10 years he ha Association It ‘ 
been working in the Technical Opening Thursday xhib 15,000 
Division of Bell Telephone-West will continue through hursdi on display 


12 SOUTHERN HARDWARE for DECEMBER, 1955 








LET S/LENT S/OUX EQUIPMENT 
SATISFY YOUR CUSTOMERS AND 
BOOST YOUR PROFITS THE YEAR ‘ROUND 














“WIGWAMER" 


SILENT SIOUX'S 


MIDGET 
HEATER 


for 


SPORTSMEN 








—s 


USE FOR 
“OOKING 
and 
HEATING 





14'/," high, this highly efficient. smokeles 
oil or bottled gas in the same burner. Yo 


Uses either bottled gas, No. | fuel oil or & 
tank available singly, can be attached to 


ideal for auxiliary heat in garages, pump 
etc. 


Silent Sioux's “Wigwamer’” is a midget in size only with 
full scale performance. Only 16%" long, 8'/2" wide and 


4 
s heater burns either 


ur customers will de 


mand this compect and portable heater which is adaptable to 
all requirements of the outdoor sportsman. Features include 


erosene, built in legs 


Use for cooking or heating, One orifice for al! fuel, Heater and 


any size tank. Also 


houses, milk house: 





SIL 






Silent Sioux's “Champion Double Duty 
21,000 BTU input. The first Gas Brooder F 
cepted for both Cool and Warm room brooding Features a 


fully enclosed removable burner Dust-m 
and Adjustable Legs. Equipped with 100%, 


| 30,000 BTU, 
SILENT SIOUX ALSO MANUFACTURES 
DEPENDABLE OIL BROODERS— 


$+ Model availa 


with 6 gallo 


Drun 
imum heat f 
Proven best f 


ENT SIOUX'S 


“CHAMPION” 


GAS 
BROODER 


for 


COOL 


or 
WARM 
ROOM 
BROODING 


3a% Brooder hes a 


ield Tested and Ac 


r 


aster Target Pilot 
safety shut-off and 


thermostat control. Produces both radiant and convected heat 
Three other gas brooder models available with capacities up to 


QUALITY PRODUCTS SINCE 192! 
SILENT SIOUX CORPORATION 


SILENT SIOUX'S 


OlL HEATERS 


7 MODELS 
RANGING FROM 
20,000 to 75,000 

BTU OUTPUT 





“LITTLE CHIEF” 
MODEL NO. PF5554 





A small heater with a big capacity y 37° high, with « BTU 
output of 55,000. Economical and space saving, this heater 
features the Removable Triplex three burne f ne) Burner 
Clean-Out Rod. Waist Leve ‘ Front Servicing and Built 
Dratt Re julator A ; Fire 
TROPIC WALL" No. If OIL WALL FURNACE 
The pe fect heating ' atisty the tremendous market of 
new buyers, Duilide tte the ame utstand 
nq features sted above 
“WHIRLAWAY" WALL FAN ———— 
wi away w ve y ustomers heat 7 
5] prot r 
greater comfort. A 
and refrest 34 - ‘ 
f your i tw 








» 2 


“LIFE GUARD" GUARDS THEIR LIVES 
FOR ONLY A FEW CENTS A DAY! 


This electr pig br der is built for economy of operatior 


dependable service and conservation of space. Constructed 
f heavy gauge galvanized ste for durability. Bulb is 


shieided by wire screer By ra ting br Jer from f ’ ‘i 
jJeal for lambs or chicks. Complete and ready to use less 
bulk 

For More Information & Prices Contact Your 


Nearest Distributor 

SALES OFFICES AT: 

ST. LOUIS 5, MISSOURI, 25 Bemiston. Phone PArkview 7.0594 
DUNWOODY, GEORGIA. 66 Mabry Road, Phone Atlanta 
Exchange 3989 





Dept. SH 125 ORANGE CITY, IOWA 


TAMPA 2. FLORIDA—2309.231! Florida Ave Phone 2-84617 











SOUTHERN HARDWARE for DECEMBER, 1955 


13 














THE Magazine 


for 


Southern 


1S 


Southern 
Hardware 


Each month thousands of men en 
gaged in the hardware industry 
throughout the South and Southwest 
meet through the pages of SOUTH- 
ERN HARDWARE for discussion and 
solution of mutual problems and pre- 
sentation of new ideas and sugges 
tions. 


For over thirty-five years SOUTH. 
ERN HARDWARE has been a de- 
pendable guide to the wholesale and 
retail hardware trade. Up-to-date in- 
formation on all phases of the hard- 
ware business is found every month 
in its pages. 


The magazine has been built on 
a program of service to readers that 
covers: 


WINDOW DISPLAY 
COUNTER DISPLAY 
STORE MODERNIZATION 
CUSTOMER RELATIONS 
SALES PROMOTION 
ADVERTISING 

INVENTORY CONTROL 
EMPLOYEE RELATIONS 
SERVICE DEPARTMENTS 
CREDIT CONTROL 
ACCOUNTING PROCEDURES 
ASSOCIATION ACTIVITIES 


Hardware Men 


y) Voth 
‘HaRowanc 
Ee. , 


And very important, there is al- 
ways local news about friendly peo- 
ple and their activities in the South- 
ern and Southwestern hardware trade 
—a feature that no other magazine 


has developed so fully. 


Each of these subjects is given 
special attention in its relation to the 
special needs and problems of 
Southern hardware men. 


Why don't you join this monthly 
get-together? The modest subscrip- 
tion price of only $2.00 for THREE 
full years of informative, value- 
packed reading is an outstanding in- 


vestment in your future. 


If you aren't a subscriber, become 
one—or, if your subscription is about 
to lapse, renew it! The small expense 
will be returned to you many times 
in the thousands of pages of valuable 
information that will be yours for the 


next three years. 


Write SOUTHERN HARDWARE, 
806 Peachtree St., N.E., Atlanta 5, 
Ga. 











stops 
traffic 


‘ipanee 
IN - a —_ her 
[<= 
A | _ 
+\ nell 


Makes into : 
compact step-up isia 
unit display in 2 minut 


MAIL COUPON TO 
YOUR WHOLESALER 


for the ne 
Quick pervis 
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~~ 


new display 


sets up in 2 minutes 





~ 


s : ¢ }2 IS a i f 


BUILDS PROFIT 


Very, very new cmaptay? Very, very compact... f ‘ rden hose ‘ rie ne compact k 
po peeling ft. Sets 5 ha profitable a rtment { ' ttering nters and shelve 
of garden he accessories i hort at e Sir rede ' ( moplete. Thi nit 

e Gives you a complete toy ality line of garden hose ! ! the ton pre-e him he b 
icCeSSO rie I yj r fre 
demand with full selection yyer sales result! e Put 


Order coupon for new Green ;Spot Quick-Service Display Unit 


Green & Spot 


SCOVILL MANUFACTURING COMPANY 
Waterbury, Connecticut 
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Vaught Named District 
Manager of Beaver Firm 


BEAVER Pipe Tools, Inc., Warren, 
Ohio, manufacturers of pipe 
threading, grooving and cutting 


William H. Vaught, Sr. 


equipment, has announced the ap 
pointment of William H. Vaught 
district manager for the 
Jeaver firm 

His territory will include Ken 
tucky, West Virginia, southern 
Ohio and southern Indiana 

Vaught attended the University 
of Kentucky. He is a mechanical 
Before 
formerly wa 


or., @ 


engineer by profession 
joining Beaver, he 
Chicago tool 


associated with a 


manufacturer a territory ale 
representative 

Vaught’'s office and residence are 
in Cincinnati, Ohio 


¢ 


Moe Light Division Opens 
New Hopkinsville Plant 


THe Moe Laicut Division of 
Thomas Industries, Inc., Louisville, 
opened its modern industrial plant 
at Hopkinsville, Ky., on October 3 

The new plant contains 115,000 
quare feet of manufacturing and 
warehousing space, on a plot of 22 
Among it 
tures is a mechanized conveyor belt 
ystem of picking 
peeds all items of an 
through the checker onto the 
trucks 

The new Moe Light 
Hopkinsville will be 


acres outstanding fea 


ordet which 


order 


plant in 
under the 
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(Continued from page 12) 


direction of Kim Moe 
cent in charge of branch plants 
wund Howard Stone, plant manager 


vice-presi 


. 


Keystone Announces 
Building Trades Rep 


APPOINTMENT of Theodore G 
Robinson, 47 Honour Ave., N. W.., 
Atlanta, Ga., as special building 
trades representative for North 
and South Carolina, Georgia, and 
Florida ha 
J. Bruninga, building trades sales 
manager of Keystone Steel & Wire 
Co., Peoria, Ill 

In his new capacity, 
will concentrate hi 


been announced by W 


Robin on 
activities in 
promoting and stimulating the use 


of Keystone’s building products for 


Theodore G. Robinson 


commercial con 


head 


residential and 
truction He will have 
in Atlanta 

Robinson received hi 


quartel! 
degree in 
civil engineering from George 


Washington Washing 
ton, D. C., and an architectural en 


University 


gineering degree from Columbia 
University 
An executive of the Ray Hof 
Agencies of Miami, Orlando, and 
Atlanta ince 1947, Robinson ha 
had many yea! experience in the 
building trades field. At the time 
of joining Keystone he was presi 
dent of the Ray Hof firn 
f 


pecializes in acoustical and roof 


whi h 


deck application 
A World Was 
of 4! veal 


itenant 


Il naval 
Robinson serve 


Commande! 


Seabees during the South Pacifx 
campaign 
= 


Dallas Manufacturers’ 
Agents Form Corporation 


TAYLOR and Cozart, Inc 
the formation of a new 


REID 
announce 
corporation a uccessor to Mal 
colm E. Reid & Associates, manu 
facture: agent 2011 Cedat 
Springs, Suite 103, Dallas 1, Texa 

Composing the organization will 
be Malcolm E. Reid, H. S. “Jack” 
Taylor and James W. Cozart. Reid 
and Taylor will operate from the 
Dallas office and Cozart from hi 
present address of 1942 Brimberry 
Houston, Texa 

Territory 


Louisiana, 


covered will be 
Arkansas, Oklahoma 
and Texas, including the El Paso 
area 


. 


S. W. Rich to Represent 
Universal in Atlanta 


STEPHEN W. Rich has been ay 
rointed district manager of the 
Atlanta, Ga., territory for Uni 

rsal electric housewa! it wa 
announced by H. S. Perkins, divi 
ion ale manager of Lander 
Frary & Clark, New Britain, Conn 

Rich succeeds Robert Beatty who 
ha resigned Before ; 
Lande! Frary Clark 
with the McGraw Elect: 

It wa announced 
Robert L. Anderson ha 
pointed a dealer develop 


re ntative in Dalla Te Nal 


Stephen W. Rich 
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Sincere 


hi day hy Va 


to our 


“SS MANY HARDWARE 


° ‘ < wa 
ah oo ae DEALER CUSTOMERS 
- SS 


nN 







vty Fl . MING 






JOE FLEMING 
PRESIDENT 


WE ALSO WISH YOU A PROSSSROUS AND 


i, le LL 
Duypy flemin? & SONS, INC. 


DALLAS, TEXAS 
PAPER AND PAPER PRODUCTS SINCE 1893 
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GIVE YOUR CUSTOMERS WHAT THEY ASK 
FOR-IT'S BAD BUSINESS TO SUBSTITUTE 


Name-Brand Merchandise means satisfaction to your customers, and 
money to you. Well-known, advertised brands pre-sell your customers 


before they set foot in your store. 


That's why you make your business stronger when you keep the force 


of famous brand names behind your selling. Let your customers know 





they can get from you the brands they know and want. Why be con- 


tent—or expect them to be content—with anything less? 


The prestige and reputation of these makers’ brands guarantee high standards of quality! 


7 
Brand _ eo Ff oa # tion 


INCORPORATED 


A non-profit educational 


foundation 


37 WEST 57 STREET NEW YORK 19, N. Y. 














take the guesswork out of 
drag adjustment 


selecto-dia 


YOUR CUSTOMER WILL LIKE the easy action 4 


the simple control, and the compactness of the 
Century. Here in one reel is Selecto-Dial Drag Ad 
justment, Right or Left Hand Retrieve, Dual Anti 
reverse, Click Control, Simplified Change-Kasy 
Spool, Dia-Chrome two hour Chrome Hardened 
Rotor, Tungsten Carbide Pick-Up Pin, and Rugged, 


YOU WILL LIKE the versatility, the complet Je YES 


ness, and the eye appeal of the Century 
We've simplified your inventory problems with MODEL 80 
one reel for use on any rod and for right or left 


operation; we've made it ready to demonstrate “AMERICAN TYPE” SPINNING REEL 


with line inatalled on spool and we've assured cus 


tomer satisfaction, for like all Johnson American ALL FOUR “FAVORITES OF THE LIGHT TACKLE 
[ype Spinning Reels, it carries our iron-clad war hae FISHERMEN” ARE NOW EQUIPPED READY 
ranty and our reputation for quality, precision MODEL 22 

engineering, and service over the years Beast of all, ¥ MODEL 44 TO USE WITH LINE 


it’s attractively priced | 


TRULY A REEL YOU CAN SELL WITH 
CONFIDENCE AND PRIDI THE DENISON-JOHNSON CORP. 
MANKATO 49, MINNESOTA 
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“Gardeners have been getting back 


to earth with fITIES tor 180 years” 


O. Ames Co. quality tools have been a by- 
word with gardeners since 1774. The long 
tradition of scrupulous attention to qual- 
ity has made O. Ames the respected line it 
is today. Backed by national advertising 
with its millions of sales impressions the 
long-established top quality Ames line 
will move and keep moving in your store 

Timely promotions and pre-tested sales 





0. AMES COMPANY 


PARKERSBURG, WEST VIRGINIA 
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aids link you and the Ames line to today’s 
ever-expanding army of gardeners and do- 
it-yourself handymen. The products are 
backed by a firm guarantee on workman- 
ship and materials. There is no better 
line available anywhere 

Look into Ames today. Just fill out the 
enclosed coupon or write to the O. Ames 
Co., Tool Division, Parkersburg, W. Va 


©. Ames Company 
Tool Division 8-2 
Parkersburg, W. Va 


Send me additional information on your line of farm, 


floral and garden tools 
NAME 
STREET 


CITY STATE 








(Continued from page 16) 


Albany Hardware Co. Moves into 
New Warehouse, Office Facilities 


ALBANY Hardware Co., whole- 
alers with headquarters in that 
Georgia city, celebrated its move 
into new office and warehouse 
facilities with a formal “open 
house” October 5-7 

Many of the company’s supplier 
had special displays of their prod 
ucts and numerous factory repre 
entatives were on hand to greet 
and confer with visiting retailer 
In all, 78 manufacturers had di 
play booths 

In April of this year the company 
transferred its operations to a new 
one-story building affording 60,000 
square feet of warehouse space and 
3,000 feet of office space. For a 
number of years its facilities had 
been located in the 100 block of 
Pine Ave. in Albany. 

Established in 1933 Albany 
Hardware Co. was originally 
wholesale and retail busines It 
retired from the retail field sev 
eral years ago and ha since 
limited its activities to the whole 
sale field 

The company presently travels 
eight salesmen who cover all of 
South Georgia and portions of 
Northern Florida and Eastern Ala- 
bama 

K. B. Hodges is president of the 
company, while Rex D. Hubbard 
serves as vice-president and gen 
eral manager, George Ryals is sec 
retary and treasurer and Ernest 
Bond is sales managet 


° 


Utica Drop Forge Names 
New Advertising Head 


Utica Drop Forge & Tool Corp., 
of Utica 4, N. Y., has announced 
the appointment of Edmund G 
Munson, Jr., as advertising man- 
ager to replace Fred Hale who 
leave to enter the advertising 
agency busine 

Munson has spent the last two 
years in Utica Turbine Part 
Division and in sales analysis work 
for the Tool Division. He now will 
be in charge of advertising and 


20 


ales promotion for the three Utica 
aivision Tool Turbine’ Part 
and Metal 

jefore coming to Utica Drop 
Forge about two years ago Munsor 


Glen A. Anderson 


Reo Division Appoints 
Assistant Sales Manager 


GLEN A. Anderson ha been aj 


pointed assistant iles manage! 


€ ye the Reo power lawn mower div 
pe. ion Oo Motor Wheel Corp 
f Lansing, Mich., Reo Division Gen 
A ? Aks eral Manager Sam Briggs has an 


nounced 
Edmund G. Munson, Jr. Anderson ha been a 
with Reo for five years in a 
capacity. He was graduated 
was an executive of Oneita Knit Michigan State Univ ity 
ting Mills. He attended Hamiltor Lansing. and served with the 
College and was a Captain in the S. Marine 
Army Engineer Corp during sriggs stated that Ande: 
World War II. Mr. Munson will to assume his new po 
make his headquarters in Utica mediately 


Clemson Bros. Holds Sales Meeting 


Clemson Bros.’ recent annual three-day sales meeting, the largest since 

the company's founding, was held in Middletown, N. Y., recently. Highlight 

of the meeting for the group above was the display cnd demonstration of 
Clemson's 1956 line of mowers and hacksaw biades 
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Five Free Folders 


Pressure Creosoted weed 


en your form 


14S) -7O GET PL ames 


v 
“ 
~” 
~ 


CREOSOTE & 





These five folders, made available to you by United States plans for a variety of farm structures. It. too. stresses the long 
Steel, are hard-working, sales-building promotion pieces life of pressure creosoted wood 
They help you build sales of pressure-creosoted wood by Send in the convenient coupon and get resupply of then 
stressing its advantages and by showing your farm and ranch free en folders and ala _ ; , { Plans for 
customers where and how to use pressure creosoted fence / " nd Ranch Structure Yon fined that the will tn 
posts and poles ery useful in increasing your sales of pressure creosoted wood 
product 
A Boring Tale tells the story of Terrence the Terrible Termite a 
and shows the havoc he can create when fence avd barns are 4 
built from untreated wood Agricultural Extension, Room 4995 
United Start Stee! Co ' 
Fence Planning Soves and Fences That Pay contain many helpfu | SS OS LSperenen 
525 William Penn Place, Pittsburgh 30, Po 
pointers on the layout and construction of fence us well as oF | 
the use of pressure creosoted fence post | Please send me information on your merchandising program for 
Pressure-<reosoted products and the nam ft ' 
Build and Save gives the farmer and rancher many tips on good | Se Gy wearers 
pole frame constructior amd ¢ kplan why pressure treated | 
| Name 
poles will out last untreated one 
| 
Plans for Farm and Ranch Structures, designed for your ow: ‘ Address 
shows how you can help your customers get USDA appr ed 
City State 


SOUTHERN HARDWARE for DECEMBER, 1955 2\ 








A Sell Flat Wrenches QUICK! 


With this Sales-Active New 
Merchandising Idea by 


NONE BETTER 


PLASTIC POUCH AND 

METAL WALL RACK 
with 5 or 6 Piece Sets of 
DROP FORGED TUFF-TEST 
CARBON STEEL ENGINEER’S 
OR COMBINATION WRENCHES 


iow cOsT- 
VS pig SALES AGTION 


ENGINEER'S WRENCH SETS . . 
WITH POUCH & WALL RACK \} 


COMPLETE 

KIT INCLUDES 
PLASTIC POUCH, 
METAL WALL RACK 
AND WRENCHES 


. 
> 
—_\ \ 








5 Pc. Sets: Heavy Duty — openings 3/8" to 7/8". 
Light Duty — openings 5/16" to 3/4”. Polished or 
Unpolished Heads. Std. Pkg. 5 
6 Pc. Sets: Heavy Duty — openings 3/8” to 1”. 
Light Duty — openings 5/16" to 7/8". Polished or 
Unpolished Heads. Std. Pkg. 5 


COMBINATION WRENCH SETS 
WITH POUCH & WALL RACK 


5 Pc. Set: Openings 7/16" to 3/4”. Polished Heads. 
Std. Phy. 5. 


6 Pc. Set: Openings 3/8" to 3/4". Polished Heads 
Std. Pkg. 5 


Make Combination Sales — 


Sell an 11 or 19 piece TUFF-TEST 
Socket Wrench Set every time you sell a Set of 
TUFF-TEST Flat Wrenches. Metal Rack hooks se- 
curely on front of Socket Wrench container, and 
both hang on wall as shown below. This NONE 
BETTER feature increases Tool Sales for you, 
helps your customer build a useful Tool Dept. 


Spur your Tool Sales with low-cost NONE 
BETTER Wrench Sets packaged this ecye- 
catching new way. Handsome Plastic 
Pouch puts Tools on display for you, pro- 
vides a durable, handy Kit for your cus- 
tomer. Red enamel Metal Rack hangs on 
workshop or garage wall, puts a complete 
Set of popular NONE BETTER Wrenches 
at his fingertips. Tools are forged carbon 
steel, hardened and tempered for long wear, 
brightly plated against rust and corrosion, 


precision broached and superbly balanced. 


THE NEW BRITAIN MACHINE CO., NEW BRITAIN, CONN. 
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EIN | of / 
Outdoor Power Equipment with NEW, OUT 
STANDING high volume units for 1956, is 
the ideal set-up for selling the home 
gardener, commercial grower, caretaker 


and farmer—gives you sales in ALL * Complete Line of Outdoor 


segments of the market Sell BOLENS Power Equipment 
4-STAR LINE and establish yourself as 















priced riding tractor featuring 


Styled for Eye Appeal 
Liberal Discount Schedules 


PROFITS for you in 1956. Step ahead with Bolens 


the famous Versa-Matic drive and 





reverse Complete range of attachments 


the OUTDOOR POWER EQUIPMENT * New Models for 1956 
headquarters in your area 
INTRODUCING— Bolens "Step-Ahead” program means © Long tie, Yep Guety 
RIDE-a-matic — Bolens new products, more advertising and new sales — Higher Trade-in Valves 
new 3.6 hp. popular plans for GREATER SALES and MORE 
* 
* 


including new 3-gang and 5-gang mowers 


AHEAD WITH FEUER S "56 


BOLENS POWER-PAK—New, Versatile! * Complete Range of 


attachments 









a * National Parts Service 


LUS 


* Big Magazine Compaign 
















© Newspaper Program 


* Co-operative Dealer 
Advertising 


® Colorful Point-of-Sale 
BOLENS POWER-PAK Materials 


24 hp. power unit with the BOLENS 


TILL-PAK attachment instantly be © Complete Sales-Aids 
efficient rotary tiller. In a e minute 

change, the POWER-PAK, with B EN 

MOW.-PAK attachment is an |8-inch rotary 

power mower. Nere uw double duty 

iiss... athe duiiie dle TAKE THAT STEP AHEAD 


advantage for you 


to MORE SALES and PROFITS 
MAIL THE COUPON! 





See the New Bolens 1956 Power Mower Line and - 
Bolens M-E SUPER MUSTANG Rotary Tiller. 


See us af booths $104.106 * National Hardware Show * Chicago * October 17 thry 2! 








AMERICA'S FINEST OUTDOOR POWER EQUIPMENT \ = =, 7S 





Minter Named Sales Head 
of Consumer Glue Co. 


CONSUMER Glue Co., St. Louis 
Mo., announces the appointment of 
Clarence Minter as sales manager 
effective August 1, 1955 

Minter has been with the com 
pany for 20 years, travelling Indi 
ana and Ohio, and for the past 
three years the states of Illinois 
lowa and Kentucky 


Clarence Minter 


He will supervise the sales of all 
divisions of the company which 
manufactures a full line of ad- 
hesives, patching plaster, crack 
fillers, ete 


° 


Moore-Handley Official 
Dies in Birmingham 


J. RAMBERT Nesbitt, vice-presi- 
dent and director of Moore-Hand 
ley Hardware Co., Inc., wholesal 
ers in Birmingham, Ala., died in 
that city on November 5, a few 
days after returning from the con 
vention in Atlantic City. He wa 
57 at the time of his death 

Mr. Nesbitt was born in Birming 
ham and received his education in 
Alabama During summet! 
vacations he drove a truck for 
Moore-Handley and his first job in 
the warehouse 35 yea! ago in 


schools 


cluded caring for the horses and 
those 
days were still largely made with 


mules since deliveries in 


teams and wagons. He progressed 
from working stock in the ware 


24 


(Continued from page 20) 


house to the packing floor, moving 
on to city sales and outside sale: 
before returning to the purchasing 
department. Named a director of 
the company in 1946 he was elected 
a vice-president and director of 
sales in 1948 

He is survived by his wife, two 
daughters, and several grandchil 
dren 


Donnan Hardware Acquires 
Lynchburg Firm's Stock 


THe W. S. Donnan Hardware 
Co., wholesale hardware firm of 
Richmond, Va., has acquired all of 
the capital stock of Perrow-Evan 
Hardware Corp. in Lynchburg 

The announcement was made by 
Frank M. Conner, president of the 
115-year-old Donnan company 
Conner said that, although Per 
row-Evans will be operated as a 
eparate entity the 
acquisition will permit Donnan to 


busine 


provide better service to custome! 
in the Valley and Southside area 
of Virginia 
Perrow 
concern, does a wholesale and re 
tail business in hardware, farm im 
supplies. The 


Evans, a 65 - year - old 


plements and farm 
busine includes the Lynchburg 
Hiardware and Implement Co., the 
farm implement division located 
at 1211 Main St., in Lynchburg, 
acro the street from the whole 
ale headquarters 

Officer of the 
pany are, in addition to President 
Frank Conner, William S. Conner 
vice-president; H. C. Jeter, vice 
president; L. E. Mason, vice-presi 
dent; and C. B. Drinkard, secre 
tary-treasurer 


Donnan com 


. 


Wroath Appointed to Head 
Camillus Sales Promotion 


APPOINTMENT of Bernard F 
Wroath as advertising and promo 
tion manager of Camillus Cutlery 
Co. has been announced by Emmett 
Wallace vice-president of the 
Camillus, N. Y., firm 

Wroath join Camillu afte: 
more than 15 years of experience 
in the advertising field. He recent 


held a position as art director at 


\ 
Bernard F. Wroath 


a Syracuse advertising agency 

Following his graduation from 
Syracuse University in 1939 
Wroath entered the advertising 
business and worked with Vantine 
Studio Oneida Limited, and Coe 
Advertising 


Allison-Erwin Extends 
Sales Coverage 
Char 


will expand its distri 


Gold Seal floor and 


ALLISON-ERWIN Co., of 
lotte, N. C 
bution of 
walls into Georgia, effective Jan 
uary 1, 1956. This was made known 
in a joint announcement recently 
by Anthony D. Eastman, vice 
president-sales, Gold Seal Division 
Inc and J. C 
Allison-Erwin 


Congoleum-Nairn 
Erwin, 
Co 
Operations in Georgia will be 
carried on by a recently organized 
Allison-Erwin Co. of 
main 


president 


corporation 
Georgia, which will have it 
office and principal warehouse in 
Atlanta, and will establish ware 
houses and branch office in Al 
bany, Macon and Savannah, Geo1 
gia. A full-time selling force will 
be assigned to Gold Seal merchan 
dise The company also will dis- 
tribute Gold Seal LoomWeve wov- 
en fiber floor coverings, the newest 
addition to the Gold Seal line 

Larry H. Ellis will head _ the 
Georgia operation. Ellis, who ha 
been with Allison-Erwin since Oc- 
tober, ha pent 22 years in the 
marketing and merchandising of 
floor coverings 


(More news on page 63) 
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‘l even cut 
flashlight lenses out of 
scrap pieces of L-O-F” 


says FRANK W. SOMMERS, owner 
Sommers Hardware Store, 


Beverly Hills, Chicago, Ill. 


Mr. Sommers had just finished running several test-cuts on 
four well-known brands of single-strength glass, labeled A.B 
(\, and D. He had not been told which brand was whicl 
unul after he had selected the one that was easiest to cut 

He picked “C”’ every tume— and “C”’ was L’O-F. In 
fact, more than 9 out of every 10 dealers who took the 
same test picked L’Ovl 

This L°O-F Window Glass gives you a smoother cut 


with no effort on the cutter iid Mr. Sommers. *‘And if 
you have inexperienced fellows cutting gla you can 
waste a lot of money if you don’t use L-Ocl 

L:O-F Window Glass is easiest to cut into | or little 
pieces, angled or curved piece Even narrow 4 trips 
come off clean! tha } easy strolh 

L:O-F cuts easic ecause it innealed | | 
ind patiently. That ( le ar 
in structure 0 il i ie i | your custo too 


ee ee ee OS VOSS SS SSS SS eee eae 


! 
Tr the Cut L O F first, last, or in-between the der Glass” in the yellow pages of 
y other brands. Run any kind of a cut phone books in many principal cities 


! 

! ! 
I ! 
I mT . ] you want. You'll see why you hove And send for your free booklet For | 
I Blindfold Test fewer bad cuts, less waste and more (Coreater Pr fits ' W indow (,lass ! 
I profit with | O-F. Write Libbey Owens Ford Glass Ce« ! 
I Y lf | Call your nearest L-O-F Distributor 608 Madison Ave., Toledo 3, Ohio i 
i ourse e These local businessmen are listed ur | 
! ! 
: I 
Lc a ee ee ee ee ee ee eS Sa So cee cee eee afl 


Or LIBBEY: OWENS-FORD the casy-to-cut WINDOW GLASS 
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EVERYBODY LIKES THEsNEW 





“Soves me 25% in 


warehouse space!” 














Easy to display 


and sell from.” 














E asy to handle 


ond weatherproof! 


The nail package that helps move 


more nails more profitably for all 


“The top makes a All Ly pe s. s17¢s and finishes of lop quality DIXISTE! 1. Nails 1 
jim dandy tote box.” come to you in the handy 








ow 
new DixisTeeL Nail Cadd the sp 
cially designed, reinforced fiberboard ¢ 








ontainer that has taken 
the place of old-fashioned wooden keg ! 


Now when you order Dixisteet Nails y« 
thing in modern packagin a package that is « 
and store, a package that is 
nutshell, a package that is 


the wholesaler right on down to the man who swu 


easier to use am 
CARPENTER 


more profitabl lor « 


Order, stock, display DixisteeL Nails 


Caddy——the best thing that has happe ned t 


MAKERS OF 


sone he ATLANTIC STEEL COMPANY 


ATLANTA 1, GEORGIA — EMerson-3441 
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we ire 
SERVE YOURSELF 


NUENIENCE ® QUICK SERVICE 


Southern 
HARDWARE 


DECEMBER 1955 


By S. W. Ellis 


Remodeling for Quick Service 
Cuts Overhead, Builds Sales 


mei $2,000 to remodel fe 
& emi-self-service has resulted i 


lacey valume aad lower everbeed These hardware dealers report that increased 
dh ges ws Hardware C volume, throughout the store, paid for the 
Pine Blu Arkansa 

cost of remcdeling within a few months 


Using the ame fixture 
were installed a few year 
when the store was modern 
completely, Owner William 
thews and hi n, Bill 
a combination of self-service 
of salesmen-service that custor 
find particularly convenient 

The owner themsel ve exp! 
complete satisfaction with the 
tem ‘Self-service 
ale people inc! 
buying, and even leads t 
ale on big-ticket iten 
Matthew tated The $2 
pent in remodeling 
for self-service paid f 
few month 

In the 

le pace wa 
custome! te 
freely Oper 


item required 


Wide aisles, shown above, allow 
traffic to move easily throughout 
the store. Customer at right has 
accepted sign's invitation to 
serve herself and now checks her 
purchases at cashier's counter 








r 


William Matthews places year-old items on the Bargain Counter. This 
many customers, particularly women 


unit is easily visible and draws 


eparate enti 
of the store ! 


which 


Salesman above explains a device which makes shelves adjustable. A rod 
is extended through the metal supports and is operated with a lever 


aut the pointing arrow and the! 
proceed to help themselve 

A number of igns throughout 
the store remind the customer that 
ua sales person is available if and 
when needed. Signs also clearl 
designate the Bargain Counter, the 
Dog Supplies Department, the two 
cashier counters, used refrigerator 
n the rear, and special promotion 
features relative to major appli 
ance 

Good wn are highly impor 
tant in the success of our new op 
eration Matthew aid We ust 
them lavishly, in the store and on 
the front window We're for 
tunate in having a good sign write! 
who also doubles as porter. Wher 
he not busy keeping the store 
clean and attractive, he often 
writing new ign in hi work 


cornel 


28 


Signs, shaped like arrows, are suspended from the ceiling or from sup- 
These are labeled to direct customers to merchandise 


porting columns 
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ooags, and various electrical a} 
pliance 

The side section shov heavy 
hardware and the hard-to-displa\ 


merchandise 


Customers circulate th ighout 
the entire tore guided by the 
gr ind arrow The evel 
mount the tairs to the balcony 


which contains the toy department 





re ire displayed Ut nout the 
Cal b it I ‘ ‘ 1 ’ 
tioned on the bale except d 
! the Cc} tma é t Core 
isuall got i; Vit! i < tome 
et self-service I ble here 
tox During hou the 
custome rte on | ike n 
election kr A f r the price 
tag what he 2 1 the 
take the ter electe th 
heck-out < inte 
No trouble has been experience Customers, though free to browse, are offered quick and efficient service 
with shoplifters be nd the st when needed. Here, customer, at right, calls upon Owner William Matthews 
thefts that eve tore experience for help in selecting a housewares item 
Matthew i t t the « hie 
desh it both ent nee te | t 


irage theft Consumer Income ent mont ed wit ns 
During the rush hours and on = @# Record Level wage tae t for 


sat irday atte rien tne Ww le ' . 
le of the tore are filled wit CO a / ‘ te ‘ ‘ , ¢ 
istomers, coming and going. Cu al / : 

tome! their arms filled with self live i 


; 


elected items, wait their turn at ond quarte erage of 267 | Consumer Spending 
the checking counters. With four ae Etaesy Sven Hersens Gheve Ue at Record Peak 


five iles pe the fl third qua iT . 
i la e nur be ! tome ire part . i me CONSUME! 
‘ t | it fact 4 t! t il ‘ ! ri u i 
' { pay! f ‘ t ‘ ! ‘ 
il ‘ ol 0) | ‘ eptel 
Customers Prefer It down fractiona } ne 
‘ ‘ | ‘ ‘ t ‘ ‘ i 
More and more people are be veg i» 11 percent { ontamn te 
educated te elf-service Mat | pand ‘ 
thew aid. “We feel that most 


people prefer to make their selec 
tions without a salesman at thei 
elbow. Customers can take as muctl 


} E TuUK>&* 
= cashier eth tht ’ SERVE Mince ~A 
Lime a ley I} nou ng i} : QUICK SERVICE 


alesman's time ase 8 


When the fixture vere re 





sens 


modeled for self-service, the work 
was done in the tore inder the 

pe ! ( esentative I 
the f ate ? it ] ? ‘ i 
I ture 

We hoped the elf-service 
would increase cash iles and im 
pulse buyir Matthew tated 
and, in the time we have operat 
with the new layout j nope 


been realized 


In this prospe " i cultu 


ea, where i f have ma 
der cat that make select 
( t} lealer |} i that 
pen displa ’ t ; | 
and ible é f 2 3. 
irranged ‘ é é ‘ tore 
ire answering the enge of the Dog owners instantly locate the above display of dog collars, harnesses 


catalog etc. Bill Matthews, right, points out another typical sign 
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R- SLEDGE: HARDWARE 


: 5 ines le 


All-giass front of new store affords view of the entire interior 


Suburban Store-- 


designed for self-service 


Even bolts and nuts are given 
a new look. Women, particularly, 
find this new arrangement help- 
ful. Right: fishing tackle and tools 
are displayed continuously along 
the 60 foot length of the store 


By W. M. Massey 


MODERN hardware 
A igned for 
tracting it hare of 
the Normandale shopping cent 


Montgomery, Alabama. This nev 
uburban store i operated by tl 


Parker-Sledge Co 
The tore i distinguishet 


everal idea that depart 


fron 
il 


traditional hardware merchand) 
ing and store layout principle 


Among the more outstanding 
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ture are (] wide use of colo! 
fixtures and merchandise display 





2) mass displays that avoid a feel 
ing of overcrowdir complet 
display of merchandise—1 cal 
nets or drawel! 4) new land 
type displa ind elated d 
la ind ile 

These feature ‘ t intends 

le] to char! the I ewiitle vl 

esponsible f vell ‘ hal 

tne tore tratti ind ile The 
ire carefull planned to |} mote 
ile and hard dolla ind-c¢ 
exper ce fast I that 

odernizati i nd line 
vill pile up le t lerat 
cost 

Thi lame fa hardware 
tore especial pa\ ff when the 
ri tome l 1 ece ‘ bette 
ervice with no unre: nable u Gadgets and gifts are centered around wall display near left front 


door. The two nearest isiand displays feature related merchandise 


. » rhe id lesigned b 


(*} et zhe ha bee! idapted bs 
a - “Elk ! VI ‘ ( na everal retail 
o ‘ I thie tate I} fixture 
saert aa? . five elf es tructed en 
tetere : ‘ . : ; . 
' F . : : i ‘ ‘ | d. The two 
. . ‘ t tne init measure 
A A ’ t bh j | ive 
- - ; tht iy 
—— ‘ lhe 
. if 
‘ i i 
{ | . 
| i pl 


et ‘ ‘ 
. 
. ‘ ( l¢ | ] ( ew the Ving 
‘ ff tu 


lesire Phere e 14 sucl 
as | ee coo 





At peck periods customers bring items to the check-out counter which 
is located in front center of store with aisle space on four sides 








east in } ce The merc! I 
it Parke siedge Na 
! it tive 
et that { ( ( 
( ‘ ‘ ‘ é 
‘ ed d } 
price ta ‘ | 
hop} 
Store Manage ] »~ 
ted ’ 
t ft t ‘ 
et 1e@a 
We id ‘ t ‘ f 
ere De 
xed ther 
vn. We est 
it ] ‘ } yt? 
the fi t . ] r ; 
. Lerge window between two front doors serves as floor display for seasonal 
that est ate . } ‘ j 


items. Outdoor supplies cre featured in picture above 
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An $8,000 inventory 
in point is stacked 
on the shelves of one 
wall — readily acces- 
sible. Here Julius Fra- 
ger fills an order 


Year- Round Profits from Paint 


CC MAINT WAS once a _ seasonal 

item, but, today, paint | 
old throughout the entire year! 
ays Julius Frager, co-partner in 
Frager's Hardware in Washington 
D. C.,. where a $50,000 annual vol 
ume i old to suburban home 
owners and a farm trade in south 
ern Maryland. “By promoting paint 
»2 weeks a year, we have found out 
volume growing steadily, not only 
in paint, but in other department 
aus well,” 

Frager, who carries an $8,000 
paint inventory that is displayed 
along one entire wall of his store 
underlined certain basic requisite 
for a healthy paint volume. First 
a wide and diversified stock must 
be on hand at all time Second 
plenty of space is necessary to pro 
vide attractive § display Third 
well-informed salesmen must know 
how to query a customer as to the 
job which he plans in order that 
the proper paint and aces ori 
may be recommended. Fourth, a 
good promotion program must be 
planned to make customers paint 
Conscilou 

It i absolutely essential to 
carry as complete and diversified 
a paint line as is possible, with all 
the necessary tubes of paint fe 


At right, Frager assists cus- 
tomer in proper color selection 
Store's most effective promotion 
comes from satisfied customers 


custome! 


item 


ITLL Xx 


By Beatrice 


inp 


‘It i 


quire 


and 


reg 


and 


important 


ular 


customer 1 


instead 


uti 


int 


of 


order 


obtaining 


a close 


want 


re 


to hi 
on hand at all time 


check on 


orde! 


handed 


Miller lost sales. When 


to paint, he wan 
it the right time 
too late 


the colo ‘Plenty of sp: 


and to have each can w 
ive these tomer s easy reach especially 
This re portant. A dealer should not 
inventory to unload a shelf in orde! 
o that a the particular color a 


a can of paint want A well-arranged 


promise 


and 


de live 


Promise also help the dealer kee pa 


rie pell (Continued on page 


SOUTHERN HARDWARE for DECEMBER, 1955 








Goods move fast from 


Store-Made Fixtures 


By Baron Creager 





tt tore-made fixture proximate! $20 ea both 
sometimes do a better job of dis- material and labor 
playing and elling merchandise That fixture sells | Ket 
than commercial fixture wccord as are now displayed at the rate 
ing to the opinion and experience 2,000 basket in thre ul 
of F. J. Burroughs, Jr., vice-presi Burroughs declared 
dent and manager of the Longview The ale of 2,000 isket 
Hardware and Furniture Co, of mounts to about $4,000 worth of 
Longview, Texa merchandise at reta ind in n 
Highly satisfactor results have experience that itstanding 
been obtained with the two upright ale performance I a displa 
fixture hown in accompanying fixture. Other merchandise sell 
photographs and built within the equally well from tl fixture a 
Longview tore at a cost of ap ve change displa from season t 
ea T 
Burt igh first haa puare 
ture (phot ind 
mounted on Cas.e! The fou le 
nsist of peg | 1 e] cl 
» | 8 feet s-inch thick. Three Fixture No. 1 has four sides of 
quarter-inch ' ’ wuare peg board, is mounted on casters 
form top and bottom and the 
ture is internall I ced t t of 
ntermediate point th mil 7 ~~ ed 
l ood juare ‘ 
rhe the ‘ | 3 | 
pl te wT 4 | ‘ 
> , de Ws ong 
| ? | 1} 
r i 
e first de 
f eu 
I } 
ip 1 
i? rie 





No. 2 provides twice as much dis- 
play space in same floor area 
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Attracted to this firm's con- 
venient repair shop, customers, 


Vigte af in turn, are “exposed” to 
carefully-arranged displays 
IX- op 


is adding extra profits 


By R. McDaniel Accordingly, the company about 
i year ago opened a modern “fix 
t hop in the rear of the st 
that not only has added ext 
profits within itself, but, more in 
portant, according to R. A. Humbk 


owner, it has increased traffic c« 











iderably in other department 
throughout the store 
The hop location is in 
torage area directly back of 
ale floor and parated 
em 


door 


repa 
ene 
equipment 


adel 





W. G. Machen, shop operator, stays busy on “anything reparable in the household, outdoor or garden line 
management finds that the shop increases its number of women customers 
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If you cant find it here-- 
“Then Youd Better Go Huntin’ 





By Jean F. Fitzgerald 





REMEMBER 
if YOU CAN'T FIND IT AT THE 


ALABAMA HARDWARE 








The small ad above appears in 
every edition of a Mobile poper 
Zivitz, top photo, checks various 
items as he wants to be sure 
store lives up to its slogan 





We stock them 
For instance we dont carry 
heavy farm equipment, but we 
have a big rural trade. When a 
farmer needs a part for his culti 
vator, his electric pump or hi 
milking machine, he knows that 
he can come to the Alabama Hard 
ware and find it 
He continued 
oul toc K boy 
control, Our rule 
reache a certain cour im the 
tock room, the stock y notifie 
the floor clerk in charge of the de 
partment which display hat par 
ticular item. He 
ponsible for 
4 . out fine 
Customer, right, found just the items she was looking for and goes mae 
with salesiady to the wrapping counter where sale is written up a 29 cent item i 
tome in j 
public wo 
and ou! 
Monday morning, bright and early, We are rather out of the wa Althou 
one Customer was in and purchased ituated as we are here on Gover! literally 
a kit. Three additional kits were ment street at the head of the merchar 
old during the day. That ad Jankhead Tunnel, but more ofter pany 
brought the desired results, but than not, people find that they end 
better still, at least 10 or 12 sati up by losing both time and 
fied customers were heard to make tience. We remind them of 
the remark, Well, now I don't have logan and they alway ay 
to go hunting can bet we'll come here fu 
“But we have to deliver on that next time 
logan,” Zivitz cautioned Just It has been brought to Zivit had occi 
thi morning a man wanted a attention that the slogan and tl nquiring 
pocket knife and his wife dropped picture have been copied down t Alabama 
into the store with him. She wa the last detail in other areas. But 
looking for a sort of inverted Y he say Well, it was original with 
connection to use on her sink in us and I gus we should feel flat 
connecting up an automatic wash tered. Show that othe: 
er. She kept hurrying her husband recognize the power of the 
like thi ‘so and so up the treet “About 15 vear 
has it. Let go there continued, “we wet! 
‘I told her, I expect we have ip-to-date hardwat 
what you want and I found pre ibout 20.000 iten 
cisely the gadget she had in mind 
So you see, just as the man in the 


sey oO graphically points out “ ' f = AECTRIC 
you CAN find it at the Alabama ishing mynd. MIXERS a 
orth tundres f differ n 2: 


Zivitz empl 
tire taftf feel 
bility for the 
it logan sine 


peat it dail ay: he 


| 


ip aA © ‘ RE 


It make f both ood ; er nan a ’ — , " “i Ns 
ad when peo ome i fe . , ’ i - oh aap hs 


article and sa ue hea ‘] : ~ a , . , { CHECK OUR BIG DISPLAY OF KITCHEN GADGETS 
town looking for thi ind he 


people had it ail of the time ’ piu av sf ry (et 
ask, Why didn't you c Whe ae Ve - 
first? '7O.000 t 

U uall the ex] 


ee, you're off the beaten pat! 
were shopping over on the Squ 





In addition to the “slogan” ad 
ave ‘ t i 1 t product ads appear frequently 
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Officers of the National Wholesale Hardware Association are, left to 

right: Thomas E. Ferniey, Jr., executive secretary; Roger K. Becker, vice- 

president; Charlies L. Hildreth, president; and John S$. Stiles, vice-president. 
Missing from the picture is W. W. French, Jr., a vice-president 


ing, and a panel discu ion on the 
IRHA budget plan 

In thei 
both a 


committe 


final busine c On 
ociations heard reports of 
and elected officers for 


the following year 


¢ 


Wholesalers’ Separate 
Business Sessions 


IN THEIR opening business s¢ 
sion on Monday morning, October 
24, members of the National 
Wholesale Hardware Association 
heard a report on “The Activitic 
of the Association” by Thomas A 
Fernley, Jr., executive secretary 
Mr. Fernley discussed a recent sur- 
vey of the association which di 
closed that in September whole 
sale sales for the participating 
members were 11 percent above 
the 1954 month, and for the first 
nine months of the year were seven 
percent higher than in the 1954 
period. For the same period thi 
year, accounts receivable are up 
10 percent while inventories have 
increased three percent, Mr. Fern- 
ley reported 

A poll of executive committee 
members during their meeting at 
the convention disclosed, Mr. Fern- 
ley concluded, a general belief that 
sales in the last half of this year 
will be 10 percent above 1954 
last half. In the opinion of thes¢ 
association officers total sales in 
1955 would be about nine percent 
ahead of 1954 

The printed report of the asso- 


38 


ciation office distributed at 
this meeting 

Secretary Fernley report wa 
followed by the addre of the 
Charles L. Hildreth, 


given in excerpt form on 


president 
which } 
a following page 

The next peaker, a. a } 
Wickliffe Wholesale Divi 
Stambaugh Thompson 
Youngstown Ohio, discussed 
How Can the Retaile: 
with Supermarket, Auction, Et 

Mr. Samuel expressed the belief 
that the 
hardware dealer 


Compete 


toughest competition for 


come from the 
mail order, auto supply and variety 
tore chains. Their rate of expan- 
ion, he said, commands an ever- 
increasing share of the hardware 
dollar 


“IT am quite su 
er who effective 


that the retail 
chain 


meet 


f 
ir 
ly 





J. T. Samuel 


tore competition will be troubled 
less by other competition, what 
ever its nature,” he commented 

The first steps the retailer ca 
take to meet this competition, the 
peaker said, are in the field 
merchandising and sales 
tion, with an advertising program 
being the most pressing need 

A retailer, he continued, shou 
et up an advertising budget by 
allocating a definite percentage 
his sales for advertising and me 
pend 


prorm 


chandising and _ then 
wisely 

A second 
planning window and interior di 
plays to tie in with the adverti 
program. Mr. Samuel cited the 
importance of signs and banne 
and in the store. The 


tep would be that 


on window 
hould attract 


tory, and create 


attention tell 
interest, he ex 
plained 

A definite program for traini: 
ales people would be a thire 
in effectively meeting competitior 
the speaker suggested. Such trai 
ing must provide product kn 
ledge and must also cove! 
techniques 

Needed also is a metho 
which 


the retailer accurate 


ventory control 


information on which 

buying. Such a metho 

form a multitude of service 
the retailer: It will prevent ove 
buying; it will prevent lost sale 
due to under-buying; it will point 
up slow-movers; and it will spot 
light duplication in stock. In addi 
tion, inventory control will enable 
the dealer to delegate buying re 
ponsibility to other people in ! 


organization 


Bargains Needed 
In conclusion Mr. Samuel sa 
I believe it is de 
essary for retailers to offer ba 
gains comparable to those offere 
by competition. However, I beheve 
the independent retailer's ability t 


irable and ne 


compete on a price basi 
on hi ability to 
through better control and to build 
ales through better sales promo 
tion 
This first busine ession close 

a panel discussion on ware 
F. V. Coke, Van 
Lexingto! 


red we 


with 
house operation 
Deren Hardware Co., 
Ky., chairman of the associatior 
warehouse oper: 
derator 
Comprising the panel were 
Glenn R. Torbett, Summers Hard- 
ware & Supply Co., Johnson Cit 
Tenn.; W. W. Conde, W. W. Conde 


committee on 
tion served as m 
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Hardware Co., Watertown, N. Y 
and Robert H. Flato, Corpus Chris- 
ti Hardware Co., Christi, 
Texas 

In his introductory remarks 
Mr. Coke read excerpts from a re- 


Co! pu 





cent survey of the operations of 
10 member companies of the 
Southern Wholesale Hardware As- 
sociation, and sponsored by the as- 
sociation. A major finding of the 
study, made by an independent 
management consultant firm, was 
that inefficient warehouse opera- 
tions frequently could be traced to } 
the fact that such operations sel- 
dom are under the supervision of 
management or executive person- 
nel 

Panel members then discussed 


that 
warehouse 


had 
and how 


various problem arisen 
in individual 
such problem 
In hi 
that his 


better warehousing 


were being met 

F lato stated 
has found that 
generally, had 


comments, Mr 
company 


come through better handling of 
people. This included the reducing a definite patt t 
of the number of people under a mately will save the ‘ ul 
supervisor, and increased use of will eliminate the iste f i 
incentives and profit-sharing terial which w I ed | 
Since the schedule of discussions a elativel , be 
included several subjects of inter- vholesale 
est to manufacturers the Wednes- The mor isime ‘ 
day morning business session of the concluded with a panel dis 
NWHA was an open meeting of the IRHA budget plan. Partici 
pating in the discu I e Ru 
Catalog Costs ell R. Mueller, NRHA; Jame : 
Jone Decatur & Hopkin Co 
The session opened with a talk Boston, Ma ind J. paulding 
on “How Manufacturers Can As- Black & Deck Manufacturin 
sist in Reducing the Wholesalers’ Co., Tow 1, Md 
Catalog Costs, by Richard F A tud ! ul NRHA M 
Becker, chairman of the associa Muelle aid, det ed that 
tion’s committee on catalog styl ettir p al nad l budge 
recommendations plan, a straight « é l loan b 
Mr. Becker cited the dilemma of the deal A Dest lost lendu 
both manufacturer and whol gence ne ¢ e I 
salers in trying to evolve useable nterested i it >100 
catalog pages. The wholesaler, he Hardwa lore i t be 
said, is faced with these question mpetitive ¢ / ! ‘ 


How Cal I Unt 
it? and What 


What do I want? 
it? Where can I 


get 


will it save me? For the manufac 
turer these question become 
What do they want? Can I pro 
vide it? What will it cost me? Will 


anyone use it? 
Stating that 
ers and whol 


both 


saler are CCKINE a 


manutactur- 
common ground, Mr. Becker quot- 
ed a report of the Southern Whole- 
Hardware A 
several 
area of 
facturers 


ale ociation, made 


years ago, calling for an 
agreement among manu- 


and wholesale: wit! C- 


vard to a tandard f catalog 
pages 
Once a standard has been de- 


cided upon by wholesalers, he con- 


tinued, it will give manufacture! 


SOUTHERN HARDWARE for DECEMBER, 1955 


f 


of 









l 
1) 


; 
’ 





’ 


War bo 
1 HL. 


Mark J. Lacey, new president of the American Hardware Manufacturers 
Association, left, congratulates Franz T. Stone, the out-going president, on 


the successful conduct of association affairs 





Richard F. Becker 


{1 lrop in net prot 
t to 19 in 1954 to be 
‘ ected 
Budget selling ll enable hard 
ire ctanle! to compete more 
effective wit? liscount hous#@ 
ana A enable lealers to hold 
Int tall Mi Jone tated that 
nsta ent ell na bl ve 
cal t tre etail hard ime n 
lust ild help the entire t 
lust He irged wholesaler t 
end the efforts to the | 
Make Buying Easy 
The f il speaker J} pau 
ted that the habit of cred 
t j esistible and that a 
Cu ible hare f ich t ne 
ild be channeled nt etal 
hard ne ‘ throug! peere 
e | Ihe ndust he 
i t ike it ea f ‘ 
tome t H talk " 
ented |} i film ¢ ha 
trie id " a ‘ ' rn th ‘ | ‘ 
f the ty] il deale 
rhe f i j ‘ ‘ f f the 
IWHA n Wednesda ifterr 
le ted to a panel discu on 
vin Which Can Be Ef 
ected Through New Office Ma 
hine With T. Marshal] Duer 
chairmat f the a ciation's 
tlo« ! ottfice procedure 
‘ i lerator the panel 
ted f I R. Cle ‘ A 


( fia tte N { (; ie W 
Jecatu 8 Hoy Kit (4 e 
la Don Warren, Strattor 
en Hardware ¢ inst ftuting 
Cre P ' ' } Wo ' 
39 











Making up panel for discussion of warehouse operations were, left to right: 
R. H. Flato, Corpus Christi Hardware Co.; W. W. Conde, W. W. Conde 
Hardware Co.; Glenn, Summers Hardware & Supply Co.; and F. V. Coke, 

Van Deren Hardware Co., who served as moderator 
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Associations Elect 
New Officers 


IN FINAI the 
manufacturers on Tuesday and the 
on Wednesday both 
elected new officer 


busine ‘ 
wholesaler 
association 

the 
Following 
of thei 


membet! of 


for ensuing yeal 
the 
nominating 
the AHMA 
mously elected as president 
J. Lacey, Peck, Stow & 
Co., Southington, Conn 
ceed Franz T Stone 
McKinnon Chain Corp., Tonawar 


da, N. Y 


recommendation 
committee 
unani- 
Mark 
Wilcox 
He 1 


Columbu 


Other Officers 


erving with Mr. Lacey as vice 
president are B. B. Wood, The 
Wood Shovel & Tool Co., Piqua 
Ohio: C. M. McCreery, Revere Cop 
sra Inc., Rome Manufac- 
turing Co. Division, Rome, N. Y 
and John C. Cairns, The Stanley 
Work New Britain, Conn 

Members of the 


litte elected for 


per & 


executive com 


a three-yea! 





Panel 
Member 
Present (x) 





J. F. Anderson 
Amer. Whol. Hdwe 


S. L. Sawyer 
Richards & Conover 


L. R. Clemmer 
Amer. Hdwe. & Equip. 


G. W. Farr 
Decatur & Hopkins 


G. M. Stratton 
Stratton-Warren 


H. J. Allison 
Allison-Erwin 


G. W. Welles, Jr 
Kelley-How-Thomson 


T. M. Duer, Jr. 
John Duer & Sons 
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3 part snapout 
carbon set 


“Ditto” 
Master 


Sensitized 
4 part set 


Sensitized 
paper & pen 


Single 
Sheet 


1 translucent 
& 3 carbon 
copies 


Single sheet 
Ditto 
Pen(cil) 


8 part snap- 
out carbon set 


None 
Needed 


Ditto" 
quick, cheap 


Ozalid 
quick, cheap 


Original 
only 


“Ditto” 


None 
Needed 


“Ditto” 


None 
Needed 


Register 
List 


File copy 
held 


Copy 
held 


Registered 
by customer 


Original 
held 


Original 
held 


Register 
List 


Copies 
Held 


Ozalid 


“Ditto” 
quick, cheap 


Ozalid 
quick, cheap 


Burroughs 
Duplex 


Comptometer 


Bruning 
Copyfiex 


Comptometer 
& checked 


Snap-out 
forms 


Burroughs 


Friden Ozalid 


Comptometer 
spot check 


None 
Needed 


Burroughs, 
Costing 
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Panel discussion on the IRHA budget plan included talks by James N. Jones 
Decatur & Hopkins Co., Russ Mueller of the NRHA, and J. F. Spaulding 
Biack & Decker 





Comprising panel for discussion of office machinery were, left to right 

George W. Welles, Jr., Kelley-How-Thomson Co.; H. J. Allison, Allison 

Erwin Co.; Don Warren, Stratton-Warren, substituting for George Stratton 

Gordon W. Farr, Decatur & Hopkins Co.; L. R. Clemmer, American Hard 

wore and Equipment Co., and T. Marshal!i Duer, John Duer & Son, Inc., who 
moderated the discussion 


X-Club Luncheon 





1955 4| 





hor quick 
plion profits... 


SELL THE LINE 
with the 
PROFIT LEADER 


~N 
for « longer profit per sale SELL QUALITY 


Add 


SELL THE COMPLETE CHANNELLOCK LINE 


\ 


You get more than a qual- 
ity line when you handle 
Channellock pliers. Here’s a 
line with a fast-moving, na- 
tionally advertised profit- 
leader ... the popular Chan- 
nellock 420. No other plier 
does 80 many jobs so well... 
no other plier sells so fast. 
So stock the Channellock line 
and put the profit-leader 420 
plier out front for your cus- 
tomers to see... try... and 
buy. It’s easier to sell just 
one plier line, It's profit-wise 
to sell the Channellock line. 


CHAMPION DFARMENT TOOL COMPANY 








Suburban Store— 
Designed for Self-Service 


(Continued from page 31) 


To carry out the color idea still 
further, attention is given to color 
in arranging displays on the fix 
ture Colerful items are placed 
where the eye can easily catch 
them. Around the ledge above wall 
fixture are lightweight items of 
various color uch as waste can 
kitchen tools, toy ete 

The 17 x 60 foot di play area 
ha iain aisles that average five 
feet wide and cro aisles, spaced 
every eight feet, that average ove: 
four feet in width. Though fixture 
are loaded with merchandise, the 
hoppe! a 
feeling of room and leisure so 


ample aisle give the 
necessary in a uburban tore 
where shopping is informal 

This leisurely, informal shop 
ping in a suburban location is made 
more attractive by the colorful di: 
plays kept clean and fresh. If an 
item doesn't move within a reason 
uble time, it is placed on sale at a 
price that will move it so that the 
pace can be used for merchandise 
that will turn over. Browsing is 
encouraged, and for the first time 
particularly 
women, are learning what they 
can expect to find in an up-to-date 
hardware store 

Adding to this informality are 
elf-service features including a 
check-out desk with one saleslady 
always on hand or close by where 
he can watch it. This feature has 
several advantages. The customer 
who is not in a hurry can spend all 
the time desired and summon help 


many customers, 


if he wishes. The customer who is 
rushed can come in and make a 
purchase quickly. All items are 
price-tagged and displayed where 
they can be found 

During peak times when the 
tore is full of customers many 
wait on themselves and check out 
their purchases at the counter. This 
has enabled the store to reduce its 
ales force. It now uses two men 
and two women with two boys as 
reserve help for the busiest time 
Where _ othe! non - competitive 
tores in the shopping center of 
comparable size use from seven to 
nine regular sales people, Parker- 
Sledge uses four and the manager 
Chrietzberg estimates that the cost 
of sales help has been cut in half 

Factory or distributor represent- 
atives are used for demonstrations 
In March, for example, a repre- 
sentative of portable barbecue 
grills cooked a pork shoulder in the 
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tore window which proved to be 
a worthwhile sales booster. When 
the tore decided to promote 
rotisserie sales it handled its own 
demonstrations and sold 40 of these 
units 

Newspaper advertising is used 
extensively for seasonal promotion 
and at regular intervals one-half 
of one percent of gross sales is put 
into a “pot” along with contribu 
tions from other merchants in the 
hopping center. These funds ar 
used for cooperative advertising of 
the shopping center! 

The Parker-Sledge store is 
cated between a furniture store 
and a large grocery super market 
The store is air conditioned and 
well-lighted to upplement the 
natural light from the all-gla: 
front 

The organization, which has 
been in busine in Montgomery 
for 30 years, also operates a dow: 
town store 

* 


Goods Move Fast from 
Store-Made Fixtures 


(Continued from page 33) 


top and bottom. Top and bottom 
consist of circles of %4-inch ply 
wood, four feet in diameter. Large: 
casters than shown in the accom 
panying photograph, mounted to 
the plywood base at the four bear 
ing points, would probably permit 
easier movement of the fixture 

However, this one moves easil 
enough. Although not vertically 
rigid, it seems to have sufficient 
stability. It occupies 12 square feet 
of floor space. 

“One thing about thi 
you can give it a quarter turn 


fixture 


the evening when the store 
closed and you have a new wind: 
display,” said Burrough 

“We finished this one in a wate 
base, pastel paint and when we 
want to change colo! with the 
season, all we need to do is put on 
another coat of paint 

“When the football season coms 
along, we paint the fixture an aj 
propriate color and display foot 
ball togs. At the Christmas season 
of course, we give it a new coat of 
paint and display Christma 
goods : 

If he were to build another hard 
ware store, Burroughs would finish 
the interior largely in peg board 
he said. Even now, if he detects a 
dead space in the store, he cor 
trives a peg board display to brin; 
that space to life 

One such display consists of a 
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panel of peg board on which are 
mounted packaged boots for iced 


drinks. This occupies previously \ ) / 

dead wall space at the point where 

customers pass from the hardware 

to the furniture department of the 1 | / 
« 


store. Burroughs says it is quite 
gratifying to observe the rate at 












which packaged gla boots are 
old on impulse frem this displa a 
Throughout the store there are wen* _- 
imilar panels of peg board, ap- GOLD MEDAL SEINE TWIMe 
parently in isolated and unex | a 
pected positior but each serving i #. a 
the purpose of displaying one cor re) 
plete, small category of merchan a 
dise oie j 
“Displaying merchandise on peg \ 
board timulates more impulse 
sales than any other method we 
have used up to now aid Bur- 
rough 
+ 


Year-round Profits 
from Paint 


(Continued from page 32) / 
check on inventory.” , 
Frager brought out that well 
formed salesmen were able to give 
sound advice to the customer, thu 
enabling him to do a better job 
These satisfied users in turn mean 
repeat business and valuable word 
of-mouth promotion. “Even if the 

customer raise no question 

Frager stated, “we query him to 
be sure that he is buying the cor 
rect paint. This eliminates late: 
complaints. Moreover, his friend 
and neighbors, when they see a twine. Designed to give your customers top quality in 
job well done, will come to hi 





They're the best!——these three famous brands of seine 


dealer for help. This means more cotton... nylon or a combination of synthetic fibers 
than selling him a right can of 
paint, you have to be sure he GOLD MEDAL NYLON FILAMENT SEINE TWINE -— lasts 
knows how to go about hi paint longer resists rotting, the favorite nylon seine twine on 
job : the market 

“We always inquire as to where 
the paint is to be used, inside o1 GOLD MEDAL COTTON SEINE TWINE — economical 
outside, present condition of the bought by the majority of fishermen...truly, the old reliable 
painted surface, when it was last 

é . room is to be 
painted, which roc , NYAK SEINE TWINE — synthetic fibers carefully combined 
painted, etc. 

to give a dependable twine...economical, too...a big seller 


“If the customer is undecided 
regarding the proper color for a 


room, such problems as the light 
ing, type of furnishings, and other 
colors in the room are taken into 
consideration. Color cards help in 
making a satisfactory choice QUALITY SEINE TWINES 


In training paint ale men 
THE LINEN THREAD CO.,INC. + 418 Grand Street, Paterson 1, N. J. 


Frager’s uses material furnished by 
the manufacturers. During a train 
ing period the new staff member 
works with experienced paint 
salesmen and consults him before 
selling a can of paint. Frage: 

furnishes the new salesman with 
cans of paint for his own home use 
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For further information, 
write |30 Canal Street 


LARK Pros Bout Cp 





Sometime tore projects are ca! 
ried out. This builds enthusiasm 
“Paint is now sold every day of 
the year. Odorle 
have made possible re-doing 


interior paint 


room with the windows and door 
closed in the middle of winter. Fo: 
this reason a dealer can promote 
paint month in and month out, with 
excellent response from his com 
Frager stated. “We usual 
ly advertise one paint item at a 


munity 


time. For example, when we are 
pushing room decoration, we fea 
ture a woman handling the job 
easily and satisfactorily. If it is an 
exterior paint we're playing up, we 
feature a man doing the job. We 
frequently call new products and 
developments in paint to the read 
er’s attention.’ 

Frager Hardware confines it 
newspaper promotion to its im 
mediate community. The promo 
tion is aimed at effectively reach 
12,000 suburban and 
with its weekly ad 
During the spring 
focused on outdoor 


ing some 
farm readers 
vertisement 

promotion 1 
paint, and in the fall interior paint 
is given special] emphasis. Manu 
facturers 
distributed monthly in custome: 
statements throughout the year 


literature on paint 1 


Paint accessories such as brush 
es, thinners, building paper, canva 
putty, trowel 


bring in extra 


cove! tarpaulin 
plastic wood, et 
profits. Sales too are increased in 
A home-owne! 
fence 


other department 
freshening up his yard 
early in the season may accept 
uggestions on gra eed, fertilize: 
and other garden upplies, or! 
omeone re-doing a kitchen may be 
open to new ideas on shelving 
kitchen gadgets or houseware 
Paint colors that have been di 
continued are special-priced and 
are placed near the cash registe! 
for quick sale. To keep space avail 
able for teadily 


dead items must be moved for the 


moving item 


more profitable operation 

Paint customers who have ex 
perienced§ the atisfaction§ of 
competent job become steady cu 
tomers and also send their friend 
and neighbors around. The best 
promotion a store can get is from 
satisfied paint customer! Frage: 


remarked 
+ 


"Fix-It" Shop Is 
Adding Extra Profits 


(Continued fron page 


clutte: not detract 
rance of the 
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tore prope! 

Particularly important from the 
management standpoint, since the 
tore operates on a_ self-service 
basis, is that the Fix-It shop cus- 
tomers are “exposed” to hundreds 
of inviting § item u they go 
through the store 

Although the hop 
equally to men and women, more 


appeals 


women than men actually patron 
ze it, according to W. G. Machen 
hop operator. That makes the 
idea still more attractive from the 
tandpoint of the store manage 
ment, since a major problem in any 
hardware tore 1 to increase 
women traffic 

When the shop first was opened 
the company ran four or five new 
paper advertisement 
space of 24 to 30 inches each. Afte1 
a short schedule of larger space 
however, it cut down to a standing 


OCCUPYINE a 


pace of two inches by one column, 
which runs three times weekly 
This serves to keep the shop be 
fore reader without costing too 
much Machen 
around the store call attention to 
the shop also. Now and then the 
tore’s regular merchandising copy 


explain Card 


carries a line or a small box 
mentioning the shop 

“The biggest source of busine 
Humble points out, “is the regular 
tore traffic. However, the small 
advertisement attract a large 
number to the shop who do not 
patronize it regularly, and that 
helps to gain new custome! 

Machen 
contacts with custome! 
vertising that the shop can repal 
© long as it! 


tresses in his personal 
and in ad 


anything reparable 
a household 
item, Repairs that bring in major 
the big 
vest single revenue-producer; edg 


utdoor or garden 


business are lawn mowe! 
el electric iron percolator 
fishing tackle; camping equipment 
lanterns and cook stove 
vacuum cleaner floor polisher 
metal furniture 
ment—anything small enough for 
the customer to bring in and pick 


uch as 


barbecue equip 


ip The shop does not encourage 
pick up and delivery, although the 
tore’s regular delivery trucks will 
handle repair items for regula: 
customers 

Machen also takes in saws for 
repair and filing, but he sends the 
filing jobs to a friend who spe 
ciahzes in the work. He get 
commission of 25 percent for saw 
filing and handles the deal on the 
ame basis as though he actually 
did the work 

During the 
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shop’s operation, Humble charged turer wh givil is adequat . e 
no rent for use of the space occu- nargins even if he is doing a lot A Quality Line... 
pied by the shop, his idea being to etter than we are, but let's fight ‘ 
cooperate to that extent toward to get an adequate margin where A Complete line. ee 
establishing the department and t is not being given to us. Let 
building it to a paying basis. He have the courage to say “no” on 
allowed Machen 100 percent of the handling line that do not carry FOLLANSBEE 
revenue in adequate margin. Let’s have the . 
At the end of the first year courage to sa ! vhen we are P; 
Machen started paying a commi not given the 2 ish discount Ve 
ion of 10 percent on all volume vhich we in turn have to allow 
handled uur custome! both a historical 
Even during the first year the trade custom and i matte l 
idea worked out profitably for the practical adm t bor 
store, Humble ay for the hoy It cost ore e the 
not only increased store traffic, but few line that d the 
the store made a profit on all part tha t does t ; 
utilized in repairs by the shop. It ne board and it ¢ uM sah 
continues to make the parts profit ent na ¢ we , 
in addition to the lease percentage Xp . 
Vothing could be nid 
- infa howeve! 
rroble than to | e all the 
Joint Convention blame or responsil 
(Continued from page 4() por record on the : der ol Furnece and Stove pipe 
the manufacture Lhe ecord 
past five year This figure ha how that, time and agair vher 
hrunk, in profits before’ taxe an adequate margin } been 
from 6.26° in 1950 to 2.80 in 1954 vided, we ourselves } ‘ beer 
or down 55‘ and in profits afte: ilty of givin t eithe n 
taxes from 3.70 to 1.43 or down fear of our owr etit 
61°. in the five year period and a stupid attempt to be smart alee 
the trend has been steady and re ind get the f Stove pipe Reducers 
lentle over each successive yea! wn indust Ever } tua 
The second question, what are tion though, the , ture 
we going to do about it, is mucl not without re t t We ad 
more complicated and difficult to nit that we ma ive eu 
answer, with plenty of room for orrigible membe but the ma 
honest difference of opinion ifacture! shore cl ‘ } | 
I wonder if the manufacturers tributor A littl e select t , 
with whom we are doing busine ym the part f ifact Move pipe cow end tee 
would care to lay before us a con would do more t t ti t You'll he ae , J ail nia 
parable et of f ire We I’) lation than the te ‘ f re cuidate eo pine needs wit! 
ure, would like very much to see ng on fair trade hich t of a 
them. When we are reading the manufacture ttl Follansbee Q Taek S ped 
Wall Street Journal or other f effort to enf e, O hat ff ecurit " tove Pips 
nancial new et take our eve to the few 1 fact wv) Her , tanity fos 
ff the t arket and é have | I I Line th 
nae t tre ‘ t f e of ! e,. W ’ ! : \ ! 
u 1 ‘ ind « pare the alle nce i s er 
ea t Tt? ‘ | j t ile Wi ) : , 
and i I nvested t t on 
capita It ht me ( n 
‘ ' snot 
! ’ 
: ' | ' 
‘ ‘ { f 
| 
We «I ' 
’ f 
( | t re r ‘ | 
tne partne t. Atte | See your jobber or write 


Aa... . “ | FOLLANSBEE 


(ry manufact friend v ‘Stee! Corporation 


I ott thy tt t ‘ . £ f / | Box Sf 


+. : Vest Virg : 
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Jorgensen 


U 6 PAT OFF 


eee. 
wo” Poy 
CLAMPS favorites in in- 
dustry, schools, 
home and farm 
for over fifty years. Competitively 
priced... and you can offer them 
with pride and confidence. 


PONY" clamp fixtures make highly effi- 
cient, instant-ecting bar clamps on ordinary 
bleck pipe. Four styles, for use on %" and 
Y,"" black pipe—no tools require to as- 
semble, 


"PONY" "CC" clamps— 
14 sizes, each correctly de 
signed for real service 
Low price—but real ‘qual 
ity" tools 


< 


PONY" spring clamps 


JORGENSEN” Car 
riage Clamps are 
made to industrial 
standards. One of the 
most generally used are ‘extra hands’ for 
types—very low in all trades, all crafts 
price-—tirst In quality men. Four sizes 


—_-——— xY—., 


Style No. 70 “JORGENSEN” I-bar clamps offer 
visible assurance of great strength. No notches 
Multiple Disc Clutch adjusts instantly 

holds securely. Eight sizes 


"JORGEN JORGENSEN” hinged 
screws clamps er 
by NEW Hang out o 
the way when not in 
use—twing up into 
clamping position when 
wanted Can be 
mounted in steel track 
for sideways adjust 
ment Used on any 
bench or sawhorse 


Genuine 
SEN" hand 
alweys preferred 
those who know good 
tools Hard maple 
awt—made in our own 
actory for perfect 
grain. Carefully fitted 
steel spindles 


SOLD THRU 
LEADING 
WHOLESALERS 


Southeastern 
Sales Representative 
Perry & Barr 
123 Church § 
Nashville 3, Tenn 
Southwestern 
Seles Representative 
Reid, Taylor & 
Cosart, tne 
2011 Cedar Springs 
Dallas |, Tex 


ADJUSTABLE CLAMP CO. 


"The Clamp Folks'’ 
437 N. Ashland Ave Chicago 22, Ill 


Write for free, 


}2 page catalog 
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we do not choose to do so. Outside 
of the 
about how our capital, ou 
house facilities, our sales staff shall 
be used than anybody else, | 


union, we have more to say 
ware 


competition running our bu 
or are we running our own? 

In conclusion we know what the 
matter with us is. We are barely 
dollar for an 
to what 


exchanging a new 
old. As for suggestions a 
we are going to do about it I would 
like to leave these thought 

(1) That we 


manufacturer 


must make some 
realize that the 

responsibility in this sit- 
uation and that enlightened self 
interest on their part must recog 


hare a 


nize where they control resale 


price that gross margins are in- 
have selfishly, o1 
stupidly, ignored 
increased costs of do 
while taking good 
their own. That also i 
greed, some manufacturer 
added distributors without 
any selectivity, 
ing actually price cutting and dis- 
elling in their race for vol- 
ume and then passing the buck to 


adequate. They 
in the long run 
distributors’ 
ing business 
care of 
thei 
have 
thereby encourag- 


count 
us as distributors by telling us we 


do not keep that which they 


allow 


Accept Responsibility 
(2) That we as distributors a 
cept our share of the responsibility 
for the 
ourselves and do not blame it all 
on the expect 
him to solve all our’ problen 
fo. l He cannot and we 


ituation in which we find 


manufacture! ol 


yt expect him to 
more courage to 
when our judgment 
tate Let have le fear 
own fellow con petitor and 
confidence in sound business prac 
tice Let 


manufacturer as a warehouse, sale 


quit trying to serve the 
force, promotion m: collec 
tion agent and an R.F.D. carrie: 
vhen he is only 


inagel 


paying us to sery 
Let us be 
also in the lines we carry and | 


as a warehouse elect 
our cettort on the line we i 
compensated for. Let have the 
guts to say no to this rat race for 
volume without profit for the glory 
of the manufacturer. He is not a 
much to blame for it as we are 
If we are to be Casper Milquetoast 
and do everything the manufac- 
turer asks u r wishes u 
in the wat | 
we are not 
fault is it, his or our 
I firm) 


listributor need no of all 


COoOmMmpenss 


believe 
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the simple virtue of the courage to 
ay “no” to the foolish practices in 


which we indulge 


(Continued from page 4 


Slight Decrease in 
Residential Building 


CONSTRUCTION activity an in 
factor is holding the 
tion’s economy to a high-level 
leveled off in the year’s. thir 
Total con 
penditure were irtually un 
changed from August to Septem- 
ber after a small 
July to August 

Outlay for residential buildings 
howed a greater than seasonal de 
August and a further droy 
in September 


portant 


quarter uction ex- 


increase from 


cline in 


oct irred 


+ 


Manufacturers Sales, 
Orders Set Record 


MANUFACTURERS’ new orde ce 
clined moderately in mid imm 
but rose in August by two billior 
dollars to an annual rate of 29 bil 
lion dollars, the highest level 
record. Most of the rise occurred in 
the durable industries with 
larger orders for metals, particu 
larly teel 
iderable portion 

Durable 
now more 


good 


accounting for a con- 


de live rie 
than a fourth 


good 


YT o 
year ago 


. 


Employment Totals 
Show Seasonal Loss 


THE TOTAL number! 
person declined 
September from 
in August of 
However, a 
tn decline 
lrawal of student 

irket A a 
labor 
than the number! 


force wa 


inemployed decli 
»1 millon 
Unemple 
vel Ince 
epresents . 
ian labor for 
percent in 
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Christmas Bicycles to Hit Peak in 
Style, Speed and Safety 





THE CHRISTMAS bicycle ire to show up 
ndred of thousand of Yuletide tree 
December 25, will be the afest, most 


tylish 


peediest and most economical ever presented | 


\merican manufacturers, according to John Aue 
bach, executive ecretary of the Bicycle Institut: 
f America, trade association of the industr' 
Something new in the way of models has bee 
ided to the eve ' ne of American-ma 
bicvecle 
lemporaril called middleweight the 
eedster combine the best feature of the light 
eight model and _ the tandard balloon-tire 
ehicle with some ided innovation Althoug! 
they have had only a brief time on the market 
middleweight are accounting for more than 40 
present American bike sale Auerbach stated 
Besides new-type cantilever frame the 
eweight bike in 20 24” and 26 Ze ili 
cter of wheel boast a revolutionary new mult 
eed power coaster brake and gear shift and ne 
designed tires which make pedaling easier tl 
ightweight unit 
According to the Bicycle Institute te 
ider the most nece al accessorie ti be 
Ket adjustment tool peedomete! I cle 
i I} ‘ t clude a bell « ! nm, he 
ht and ’ t the @ ¢ ! lered } 
ement i l 


Toy Association Announces Industry 
Sales Will Top Billion Dollar Mark in ‘55 


MORE THAN one-third of the toys bought 
United States th year will cost $1.00 or Ik 


roy Manufacturers of the U.S.A.. Ince aid re 


] However. these to account fe onl 


cent, or ome $75.000.000 of the estimated 


290,000,000 that will be spent at retail durin 
More than one-third of the total dollar | 


me $450,000,000—will buy playthin é 
$10.00 or more. This catego: account 
than 14,000,000 item anging from the 


priced dolls and accessories to large mode! 
ets and vehiclk 

Reporting that the average te price 
the association i that 13 percent of the to 
or 37,400,000 are in the $3.01 to $5.00 bracket 
roup account { $198#.000.000 of the tota 


le 
i 
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YALE HAS THE PRODUCTS. AND THE 
POINT OF SALES DISPLAYS 
THAT SELL THEM | | 


FREE! SEND NOW! 


Write for valuable Yale 





“Stock Hordwere Catelog ) 
( THE YALE & TOWNE MFG CO 
Lock & Herdwere Div White Plein nw. Y 
} 
f 


VALE ar +s Pa 


_.. EAE TE 


47 


... to meet every customer ’s coolin g requirements. = 


book your order today with your salesman from 


KING HARDWARE COMPANY 
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For more information on these sales aids 
use the return post card at bottom of page 


Pliers Merchandiser 


The Champion DeArment Too! Co., 


Veadville, Pa., is packaging its three 


sizes of Channellock pliers in a Gair 
Reynolds Foiline multiple display 
unit produced by the ACM Division 


of Robert Gair Co., Inc., manufactur 
ers of paperboard and paper product 


The entire unit, consisting of nine 


individual cartons and a display box, 
i printed in blue and white on 
lacquered silver Foiline. Each in 


dividually packaged plier is held in 
? 


position within its carton by an in 


= PAW RSD 





of the carton i 
vindow 


sert. The front pane! 
aie-cut to form an unglazed 
tool can be ecn 


of the 


through which the 
Printed copy tells the size 
—§”", 8” or 10” 

These cartons are packaged in a 
one-piece display carton The top 
cut to fold up and extend 
above the box and is printed in a de- 

ign featuring the trade name and an 
illustration of the tool. For more in- 
formation 

Circle No. 538 on coupon, pg. 50 


plier 


panel is dic 


Power Tool Display 


A new space-saver power tool 
counter display has been introduced 
by Shopmaster, 1214 South 3rd St., 
Minneapolis, Minn 

The DK-60 merchandiser makes it 
possible to set up a power tool depart- 
ment on top of a counter or table top 
2’ x 5’ in size, according to the manu- 
facturers 





‘ 


more inie 


Circle 


Lantern Display Carton . 


t.or 
A new style carton which doubles 
as a display unit is m being used 
by the R. Ff Dietz ¢ of racuse 
N. Y., for shipping its little red Ele« 
tric Cor t interr Ihe Flectri 
Comet, powers tw flashlight Ide 
batteri« le gned for ca 1 toy I ' 
boating camping, ina I 1eco a 
rating iten agea in 
The cartor im t ed for either re 
counter or window lispla or can a 
be stacked on the floor h the top . 








iV % ) rth of Shop 
el i ries in = 
sare { ’ . total of 
ur i jyuar foot rea. For ‘ 
, 
rmatior 
te 4 
No. 539 on coupon, pg. 50 
t? 
+? 


Postage 
Will be Paid 


by 
Addressee 


Circle 





the tront orne! of the car 


bending back a scored section 
i shell Phres terns can 
put bar in the box nd the 
ree interns placed on the 


i shelf. For more informa 


No. 540 on coupon, pg. 50 


Sinker Displey Rack 


| Fishing Float Co., Ince Rich 
Va innounce that a featured 
to its line of sinkers pack 
ear pia boxe will be the 
r-st metal display rack 


asting and 


No Postege 
Stemp Necesmery 
If Mailed 


in the 
United States 











BUSINESS REPLY CARD 


FIMST CLASS PERMIT NO 682 SEC MOP 


3 8. ATLANTA. GA 








SOUTHERN HARDWARE 


806 PEACHTREE ST., 


ATLANTA 5, GA. 


N. E. 








Another display piece is an ease] placing it in vertical 
back counter display ‘shown) which play sample 
Folds a packaged Model 13S In-B- Separate carton is devoted to each 
Tween Pruner and offers a free gift of three finishes iT copper, dull 
of a pair of famous Hoe-n-Home black and relieved iron. Description 
garden gloves with the purchase of on carton points out brackets can be 
the pruner used as supports for shelves, flower 
Window Streamers 22” x 8” invite boxes, signs, lanterns, and bird cages 
prospects inside by reminding them They also can serve as decorative 
that the dealer features Porter strengthening for screen doors 
Pruners. For more information Provided with display carton is 8” 
Circle No. 542 on coupon, below by 6” bracket. All three sizes of 
bracket—8” by 6”, 6” by 4%”, and 
4” by 3” sizes—are also available in 
boxes, each containing a pair of 
Iron Bracket Display brackets. For more information 
Pinch-On, these assortments contain Circle No. 543 on coupon, below 
hinge-top plastic boxes separately A counter display carton is being 
color-styled for each size sinker. For made available to dealers by Mc- 
more information Kinney Manufacturing Co., Pitts 
Circle No. 541 on coupon, below burgh, Pa., to promote the sale of its Pgint Brush Dial Display 


ornamental forged iron bracket. 

A self-selection rotating chart, the 

: new Dial-A-Brush Merchandiser, is 

Pruner Display Material . introduced by The Wooster Brush Co., 
Wooster, Ohio. By turning the outside 
dial to the proposed paint job classi 
fication, the customer will find the 
name and size of the correct brush to 
fit his need appearing in the selector 
window. The specified brush hangs 
below and the price is on the brush 


envelope 


New display material is available 
te retailers from H. K. Porter, Inc., 
Semerville 43, Mass., manufacturers 
of the Porter Pruners. 

A wooden counter display, 10” x 
13” x 6” tells prospects to “Pick Me 
Up——-Try Me—Buy Me!” The front of 
the display holds two one-hand 
pruners with a list of Porter Pruner 
features. A tray in the base of the 
stand contains wooden dowels for a 
demonstration of the cutting ability 
of these pruners 


oo 


PORTtiR /2 . lan 
: : avy-gauge orange and black 
Peunce The heav; ge o g 


corrugated carton is shipped to the 
dealer ready packed with 10 pairs of 
brackets and protected from trans- 
portation damage by an outer pack- 
age. A simple tear strip is provided 
in outer package for easy opening. 
Top of carton folds up to give a dis 
play background. Small arm of 


bracket is inserted in back panel, 
mains The wrought-iron display requires 


16 inches of counter space and holds 
seven different types of brushes 
ranging from one-inch to four-inch 
models. All brushes are of Tynex 
nylon from the new Exploded-Tip 
line. 

Please send me more information on the sales aids circled below: Brushes are encased in colorful, 
protective envelopes, hole-punched 


538 542 546 550 554 558 562 566 570 574 578 582 epee Mpc aon Gh rect ago 
539 543 547 55! 555 559 563 567 57! 575 579 583 serve displays, or for placement on 
540 544 548 552 556 560 564 568 572 576 580 standard peg-boards. Windows in the 

the Exploded-Tip 


nvelopes make 
541 545 549 553 557 561 565 569 573 577 58I aaa 

No charge is made for the mer- 
. ° . chandiser when ordered with either 
Please send me more information on the new products circled below: at Gans Gian Ghaiien 66 tix Gama 
121 123 125 #%$(27 «+129 «%138°~=«61330=«135 consumer brushes. Cost to the dealer 

for the complete unit is within the 
122 124 126 128 130 132 134 $45-$50 price bracket for one assort- 
ment, within the $70-$75 bracket for 
My Name Position the top quality assortment. For more 
information 
Circle No. 544 on coupon, below 





Company Name 
Street 


City 











PRINTED HELPS 
and other sales aids 








fast, easy-boring 
Lombard, 6 M 


wretch oh sp n | ng dealer “i electric-drill bits 


its the Bullseye.” ‘Th by Greenlee 


e. For re infot tior 
Circle No. 545 on coupon, pg. 50 
Reo Division, Motor Wheel ( 
Lansing 3, Micl 


} For moi nfo 
Circle No. 546 on coupon, pg. £0 


Revere Copper and Brass, Inc. 
Box 111, R e, N, ¥ 


i ick ! 
rh 
th R re I ! 
fer \r t 
i if ; 
ertising progratr For more it 
| r 


Circle No. 547 on coupon, pg. 50 


The Yale & Towne Manufacturing 


Co., Stamford, Conn., pr ick il 
hare I i help in t 
ing i rt n 
it th ust te | ! x h farn J 
lisplay board i per r rn } f 4 " J 
chandising I Kiig rehal 
i re ‘ , pa (sREENLE! ky . 
for cat I } ‘ tior i ! ! | I { 
is next t ! h ter n tl bits a f | 
ounter, u ne na I i. pl tel heat , { } 4 
in rchandi 4 handiser ' 4 
hank i f ! 

ire in bright } r 
bag ire used ts } } for . m f ! 5 
products. For more information rool f ility steel. | t b 
Circle No. 548 on coupon, pg. 50 your f tf { 

mat ty Li f ) 





The Henry L. Hanson Co., W ” , r writ for 


f 
r M h ints 
eller Dr Dist 
ea ( r th + } } } 
D1 whict re held ir , rting — 
i i | k New Ghttnitt ne of 
hole that serve a ir , igs th electric-drill bits includes 
» nd ‘ tos. 56-7T ond 53-77 
‘ rice le P ' 
: “ -_— | 4 ter Elect 





er 
Drill Bits, Mo. 64.-PT Ship 
Avge Liectric DO 8 
end Mo. 276.P7T Single 
inique feature f +} net Twist Elect Orit 8 
oll in wide wre renges 


ae ts aus ein iene Sees GREENLEE TOOL CO. 
ranean to hold tandar 1832 Herbert Ave., Rockford, Illinois 
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Camillus Cutlery Co., Car 
Y., is offering two new ale 
er free of charge 

lie-cut pennant 


in red and b 


irtoon 
Indiar 


Circle No. 552 on coupon, pg. 50 


Circle No, 549 on coupon, pg. 50 tled Know the PRODI I Blameom Scale 
tter the PROFIT!” is now a ble se Mestad 


i complete or 


in general and ¢ 


wecifically. This folder 


Columbian Rope Co., 
h ivailable for dealer 
it of vindoyv disp I I 
tout I tal on the edge, the con 
finish and the durability 
knive In addition to thi I 
formation many uggestion 


including hip cu 
if manila and isal fibre 
a | imphiet ind i rea 
dealer ign. Colorful ilk 
motional booklet ire available on creasing cutlery ile 


arious company 


tributolr 


products, Currently Folder and pennant 
offered also are two dispenser rack tained through Camillus di 
old through wholesalers. The Colum For more information 
bian Rope Merchandiser require Circle No. 551 on coupon, pg. 50 aati 

only 22" by 12" of floor space and Circle No. 553 on coupon, pg. 50 
hold even izes of rope WV hich can The Dicks-Pontius Co., Dayton 

be cut to desired length Another Ohio, has simplified dealer reque 

dispenser, the Colpack Rope Rack for 7 weber to be used in ad: by - The Rubereté Co., 500 Fi 

holds four cartons of rope Addition offering a mat proof sheet showing New York 36 we 

illy, the company offer iriou ill the product illustrations available curers OF DUNCINGE 

counter display cartons and carded in mat form. Dealers may request the wide stiection 0! 

individually packaged such mats by the key number which ap — . 
below them on the proof sheet 

sales aids include counter eee? rh 


tion displays. The White Wonder Sealing terial 
red and rack dis} 


Circle No. 550 on coupon, pg. 50 Compound appears in a 
model boare 
entrance doo 
wall ign 
Glo nner 


product ! 
as starter ropes, jute twine, and pears 
Christmas twine, For more informa Further 





chart. Also 
colortu cou ] nay on 
products, For mo inf on 
Circle No. 554 on coupon, pg. 50 
Upson Brothers, Inc., 65 
Rochester 14 fe 

nen 

construs 

rp-48 | 


ortment 


PROHITABLE ™ MARKET 


Believe it or not, more than 6 million horses and mules 
need shoeing each year—and today their owners are look- 
ing to YOU to supply them. Horseshoes are a high-profit 
yair to the box—easy to store, 
jh Write now to Dept. H-2 for Chas. O. Larson Co., P. O. B 


| k ’ rY ré in r on 


Circle No. 555 on coupon, pg. 50 


item...come packaged 10 
shelve, and sell. Stir yourse 
name of distributor, free catalog and pricing information, 


‘ ‘ 


Sterling, I 


good 


YOUR CUSTOMER LOOKS FOR THIS TRADE MARK——>_ 
lt signifies the 
WORLD'S LARGEST 
MANUFACTURER OF 


HORSE AND MULE SHOES. a ieas naman Siciaaiiaian sine cies ial 
tr Circle No. 556 on coupon, pg. 50 
MANU FACTU RING co. Scott-Atwater Manufacturing Co., 

Inc., 2901 k ' i ae I sil Ave Mini ‘ 

Joliet, tlinois polis 13, Minn it \dvertising 
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ign 
ition 


Circle No. 557 on coupon, pg. 50 


National Lock Co., It 
ipply ngie and a 
paper mats withou 
featuring N 
‘abinet Hardware 
and Tutch 
enclo ure acscrTi 


tomer 


the 
product are also a ilabic For 
ign is offered 

Select-a pak 


ime 
Locksets, a countel! 
vithout charge The 
merchandising plan, intro 
iles aid, features screw . 
and hardware product packed in 
mall compact which have 
clear acetate sliding covers, Counter 
and display boards which enable re 
tailers to display a 
hardware in a 
for the Wood 
tolt assortments are given 
ore information 

Circle No. 558 on coupon, pg. 50 


luced ; “ 


t bolt 


ove 


boxes 


complete line of 


compat 1 space 
stove 


For 


small 
Screw and the 


free 


The Wood Shovel and Too! Co. of 
Piqua, Ohio, maker of 
pades scoops wheelbarrow: pe 
hole diggers auger offer to 
dealers a complete Tru Blu ad mat 

No charge i made for the 
vhen inquirie ire on the deal 
letterhead. For 


novel 


‘; 


and 


eTvice 
mat 
el or wholesaler 


nore information 


Circle No. 559 on coupon, pg. 50 


Atlas Asbestos Co., North 
Pa vick manufacturer 
through wholesaler i 
I ind cardboard co 

vith the purchase o 
display ire the nn 
wik ana 


Wak 

furnish, 
met merchan 
inter ais 
play merchan 
aise Two 
merchandiser Gia 
Flamemaster which not only keep 
100 foot rolls of these wick brands 
to cut. but re 

With 
Glaswik, Flame 

i counter display 


etal 


and ea 
to order Vick 


fresh, 


tomers 


ciean 
mind cu 
the 5%e roll of 
master and Beswik 
i furnished with every dozen in 
boxe of i 17 the in 
boxe being packed 
1 counter display. For more 


dividual 
dividual om 
dozen to 
information 


Circle No. 560 on coupon, pg. 50 


Manufacturing 
Pa... manvufactu 


McKinney 
Pittsburgh 33 
forged iron nardwart 
able to dealer | 


plays pron 


product Al 


A Price For Every Family! 


Every family is a cust 

whiy its important t 

ollered by South Bend 

cause of these special featur 
Bow Tie “des gn ma 

Triple Grip handle 





of 


No. 614/55 
FOUR PLAYER SET 


No 
624/55 


FOUR PLAYER SET 


626/55 
. 


SIX PLAYER SET 





SIX PLAYER “WHEEL 'N PLAY” SET 


No 
734/55 


FOUR PLAYER SET 





SIX PLAYER "WHEEL 'N PLAY” SET 


7 


| 


| 


‘ 
No | Ved 


7386/55 


PLAYER SET 


4 


I 


No 
736/55 


SIX PLAYER SET 


—— 











No. 
636 


SIX PLAYER SET 








SIX PLAYER “WHEEL 'N PLAY” SET 








No. 
946/55 


— 


DELUXE SIX PLAYER SET 





SUPER DELUXE SET 











Write for 1955 catalog and name of nearest jobber! 


SOUTH BEND TOY MFG. CO., Dept. SH-12, South Bend 23, Ind. 
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of colorful 
tuffer of 
and prospt 


booklet designe 


. Bsa som, & Sons, ‘a Champion DeArment Tool Co., 
1302, New Haven - ; © Pe. offers dealers a witk 


aeaier 


tion of hardy 


i ire 
compiete with adispiay icK ‘ nore 
information 


Circle No. 561 on coupon, pg. 50 


Midwest Tool and — Co., Inc. Circle No, 564 on coupon, pg. 50 


ff 


The Patterson-Sargent Co., 


(>) 


nur 


Circle No. 567 on coupon, pg. 50 


enable the 
th ( ter n } upp ‘ j &, ; eee 

rack Circle No. 565 on coupon, pg. £0 
- ‘+ ee Mie ceo Wickwire Brothers, Inc., | 
in one carton. Fo ore infe Bolens Products Division, t “hs 
tion W i I 


Circle No. 562 on coupon, pg. 50 


Ocean City Manufacturing Co., 
na omer t Street, Philadelphia 3 
Pa is publishing a mont 


letter for fishing tackle 


publication is designed to gi ‘ 
a Ion 
dealer information so they can hn ox inat ite ture on mr 
Circle No. 568 on coupon, pg. 50 


more profit. For more information 


Circle No. 563 on coupon, pg. 50 Circle No. 566 on cou on, g. £0 
4 os The Edwin H. Fitler Co., 


tock Fas he erSellin 


Economical 


Proven in Tandrotine 


Use THINNER 
High Flash 
Point 


Slow Drying— 
Long Leveling 


24 























Pleasant | , pany’s in 
Odor (eI = “landroti to 
land yea, ) 


== 4 ire 
| Fes <a | i 


Circle No. 570 on coupon, pg. 50 


ger —— Co., | 


TURPENTINE & ROSIN FACTORS, WC. | Re ae _, Plymouth 


tavaeannaearwr Ct . 





Gals., Qts., Pts., Hf-Pts 
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IMPORTED SWEDISH HARDWARE 


tre 


It tre pooi in 


Ball Ti tt 
Half Surface Butt pu 


Barre! Bolt 


re information 
Circle No. 571 on coupon, pg. 50 


Libbey - Owens - Ford Glass Co., Safety Hasp 
- 7 ' } 


Vre pull | (oni 
Fiat Corner 


ror 


Hinge Hasp 


Ornamental Cabinet Hinges 


ig a , ay tort oo vt ¢ fil Safety Hasp 
i insulation t t irself / Light T 
tome ‘ ‘ ! 4 net 
ae o-oo ot eme-nch ser, | (lil Sm 
fine and occupies an area 27 are ' ' Shelf Bracket 
ri ition 
Circle No. 572 on coupon, pg. 50 
Southern Screw Co., Stati 2, 3 


ler Chart, giving complete is QUALITY MADE—PRICED TO SELL 
7 ) GENSCO STENMAN SWEDISH BUILDERS’ HARDWARE 


Famous Swedish builders’ hardware made to American 
standards and pri c d to he Ip you il. Produced by one of 
the world's oldest and large st makers of quality Swedish 


hardware. In stock for immediate shipment. Write for 


illustrated catalog. 
Swedish Wood Screws & 
Wood Chisels Machine Screws 


bens 
11 sizes of the world’s fir 
ore nformation est Swedish wood chisels 
ith durable T ' | han 
Circle No. 573 on coupon, pg. 50 with durable Tenite . 
dies. Blades ore protected 
r with strip of plastix Free 
Aladdin Laboratories, Inc., ' , 
display with only 16 chisels 


: M ' ] " 
ith 6th St Viinneapoll I I } . ’ cates 





each 


ose ! : ud i : rdboard — . ~ Swedish Mora 
Soe ee ee Bushman Swedish Hunting Knives 
ge wien 2 Bow Saws 





window 
Intaid Swedish steel 
ivallabdk witnout nharge i 
: ; 7 sdes, curly birch her 
e plated bross bx 


intity. For 





y ou = nanan o~* Complete line of famous Gensco Bushman nfm phy a - 
Circle No. 574 on coupon, pg. 50 Swedish Bow Saws, 24, 30°, 36", 42 lee meale taniien 
ond 48° lengths Both rigid and adjust sheaths with plated 


ble frames, tension levers featured on 
= . . . metal trim 
Both reguler ond ea 


The Moto-Mower Co. of Richmond oval tubing fromes 
j offer to it 4 or new ale tended handle models 
Mot ( ! , ae SEE YOUR JOBBER GENS(D WRITE FOR PRICES 


GENSCO TOOLS 


A DIVISION OF 


GENERAL STEEL WAREHOUSE CO., INC. 
1806 NORTH KOSTNER AVENUE, CHICAGO 39, ILLINOIS 
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We Wish You 
MERRY CHRISTMAS 


and thank you for 
continued patronage 


R.E. DIETZ COMPANY 
SYRACUSE 1, WN, Y. 


io 


sreteene 


EST.” 








Tap 


HORSE COLLAR PADS 


S " | 
h 


an 


For every work horse and mule 
“The pad with the rust-proof 


red hooks 


Ta patdo 


TRACTOR SEAT CUSHIONS 








Por every tractor and farm 


implement seat 
See your jobber or write us. 


THE AMERICAN PAD & TEATILE CO. 
Greenfield, Ohie 


MAKERS OF FAMOUS TA-PAT.CO 
HORSE COLLAR PADS SINCE 188! 





ore inforrr 


Circle No. 


on 


575 on coupon, pg. 50 


The Irwin Auger Bit Co. 


Ohio, offers to it , te John Sunshine Chemical 
| 600-602-604 W I } t ( 


ortment 


Co., 


od 
’ of 
Circle No. 580 on coupon, pg. 
Cc. M. Whitney Co., W: 


! I nnounce 


for each bit. Other 
{ clude 4 I let on 
the ‘ 


and a 


lection use ana f bit 
number of envelo tuffer 
For more information 


Circle No. 576 on coupon, pg. 50 


Royal Co., ( 
innounce thi 
Royal Chef 
itio grills with 


Chattanooga 
nooga, Tenn 
backing it 1955 
brazier ind p 
ure ive merchandising camp 
nev ger outdoor cook book 

Will be 
free i 1\ A y for ct 
tore Radio 
lorful consun 


’ of 


HDullding trattie 


pot i CO 
on 
cl 


f-purehn 


True Temper Corp., 1623 | 
Ave Cleveland 15, Ol h 
informa ed ! 


are being f ( ler free 


charge or more 


| 
tion 


Circle No. 577 on coupon, pg. 50 


1214 
Minn 


Shopmaster, Inc., 


Minneapolis 15 


' 


Circle 


Crescent Tool Co., 


ind rec 

fastened 

Although 
primar ( pow ton 
ird step up design all 
dising of other iten during off s« 
on months, For 


Circle No. 578 on coupon, pg. 50 


more informatior 


The Shakespeare Co., Kalamazor 
Mich is now upon re 


In news 


providing 
nat ervice for 
T¢ rr’ | r 


The product ads in the 


mat service are miniature versions ol 
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Expanding Vo-it-Yourself Mcrket 
to Further Boost Sales of Power Tools 


»O VAST I the 





apid it 
ral ‘ >4 
mi ! g | i 5 
Inc i re H 
Ata rece Do-It-¥ 5 Cl oO, t 
hor ‘ ere questioned 
il the () ( ea 
) 1 te tool 
the fist ‘ | expect tl 
ce et q ‘ il 
{ the home } j east As he bec ‘ 
rm e adept, he f ‘ n pre 
en The great ect i 
! 1 need ] ‘ be , 
' inal 
It est f ! f mn 
tend to make | ‘ t th the next 
ea These | ‘ } rect 
a adding or converti on fir ung att 
building bookshelve idiat ( ‘ extra cab 
net installing new floor ind panel r wall 
Few or none of these | ects can be accomplished 
without some use of power tool 
The power tool market is no longer a market of 
‘men only It has become family affa vith 
Mrs. Handywoman” in the workshop, tor 
According to a pol! of its reace a national! 
circulated “home type’ magazine reports that 97 
of those polled engaged in home workshop project 
Of these, 88° were joint efforts of the husband an ; 
nd wife. The power tool market, then i “M ') 
end Mrs.” market. Design and operation of powes 
tools must reflect consideration of the desire 
Mrs. Handywoman’” for simplicity 
For those power tool manufacturers who } YALE HAS THE PRODUCTS AND 
vide tools that satisfy the needs and desires of | 
current $200 mi'lion market, a potential $500 
pea apatite: THE POINT OF SALE DISPLAYS 
Within the next few ea the ove ill Do-It 
Yourself market is predicted to grow |} 60° THAT SELL THEM FAST 


With power t a forerunner of the eme 


Increased Volume Reported by Amer- 
ican Rack Merchandisers Institute 





THE NATION ervice distributors of non-foods to 
pe irket ‘ 
‘ ’ ) t 4 t C 
I lay K | f 
‘ { GM 2 Merchandiser GM 3 Merchandise: ? 
mon ‘ \ with ©3680. 04 GC-1 Counter j 
er C Noghtlatct Merchandiser . ‘) 
At le + } } | ' \ ' ; ‘ j 
| I d | 2) , ‘ "ee 
~tassar yoseee 1 be V FREE! SEND NOW! tw i 
la er pl I ( \ The KEY 
ARMI he I , y Sit bani ia, Senine es 06, fee f 
re ma fact Cc 


{ scene 


~~ 


— 





the show a “tren-endous success” as more than 175 | @ YALE & TOWNE 
manufacturers were represented pupae YALE & TOWNE! 
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Monofil No. 9 hown ana Peer le 
j j Monofil No. 109 with a line capacity 
For more information on these new products of 370 yards 12-pound Mono with the 
plastic spools, or 400 yards with the 
use the return post card on page 50 metal spool. The third is the Peer 
Monofil No. 209 with 600 yards 12 
pound test, with pla ti pool or 700 
} i yard with the metal spool rhe 
10-Piece Garden Kit price range is from $12.00 to $15.95 
These reels may be had with either 
reel stand and 
in left-handed 


The Village Blacksmith Co., Water 
town, Wi announce a 10-piece 
Pak-O-Fun” grow-it-yourself garden 
kit. The kit retails for $3.49 and in 


oael 
The three new model 
tinguishable from the regular li of 
reels by “Coloramic Styling, laving 
colored end plat and spool They 
ire made with either color-to-match 
reinforced plasti pools or chrom 
ium-plated metal spools. All the metal 
parts are chromium plated. They also 
feature star drag, free spool and 3 to 1 
gear ratio. The Monofils are equally 
effective with other synthetic line: 
as well as linen. For more informa 
tion 
Circle No. 123 on coupon, pg. 50 
rhe Geyer Rotary Edger and Trin 
mer may be used for edging wall 
curbs and driveways, for trimming 


Jorgensen Bar Clamp 


? 
borders, for clipping around build “Stevie No. 37” is announced a 


ings, trees and fences, et« newest member of th lorget pane 
The DeLuxe model hown here family of steel] bar clamps by the Ad 
will retail for $4.95, the Standard justable Clamp Co., 437 No, Ashland 
rrodel at $3.95 and the Master mods A ve Chicago 22 I! It light 
at $5.85. For more information in weight. and featur 
Circle No. 122 on coupon, pg. 50 design extended Multip 


Clutch for easiest na 


cludes three of the company's garden 
tools, six packages of Burpec« 
flower and vegetable seeds, and two 
packages of Monsanto's Folium to 
make six gallons of plant food 
The multi-colored display carton 
contains instructions on gardening 
from planning to harvesting. For 
more information New "Level-Wind" Reels 
Circle No. 121 on ccupon, pg. 50 
Penn Fishing Tackle Manufactu 
ing Co., 3028 W. Hunting Park Ave 
Philadelphia 32, Pa., has added thre« 
Rotary Edger and Trimmer additional numbers to its series ot 


on Monofil Reels, all with conventiona 
rt , lels ar y , . 
ree models of a Rotary Edger mechanical Level-Wind and for use i 


and Trimmer are being offered to : 
the market this fall by Geyer Manu both salt or fresh . : 
facturing Co., Rock Falls, Il. This Tae SOT Rees ave te Tews 
tool is a new addition to the com 
pany's line of garden tools 

Some of the features of the Geyer - venient release ifter clamping 
Rotary Edger and Trimmer pointed . the manufacturer tate Finger 
out by the manufacturers are the pressure on the clutch either 
sure-grip tire tread, a self-sharpen \ ibove or below my bar, re 
ing blade and an exclusive spring Cast the idjust 
tension between shear blade and cut ment. The 


water 


ter blade. The solid rubber tire i \ ; matically any 
fitted into the wheel much like an The clamy 


auto tire to avoid slippage or loosen ditional Jorgensen 


ing. The tool has a shearing action enamel, Capaciti 

that clips as it rolls along and may : 24” all size 

be operated both forward and back bar. The clan designed f 
ward, The drive wheel with its tread 


is designed to assure definite traction 
cutter general. For more informatior 


Circle No. 124 on coupon, pg. 50 


by industri chor pattern-n 


er homecrafter and mechank 


and power from wheel to 


blade 
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more and more dealers 


are saying 





Builder's Special 
Cat. #5408 


RVG iit 
hinges to handle that 


the trade way of say ing, 
“We like to sell Griffin 
product " } ill line of 
wrought teel butt ind 


shelf hardware. Just 
play them, and 

them. Order in any 
tions B gun xn w your cu 
tome wan 





pew GRIF FIN | 
Template Butts Bal! Tips 
with permanentiy attached Bearings “since , 


enageeiane ed co. nit, PA. 










ol Mo oney in ne 


MANURE he 





There's wi 


BAGGED 














REPRESENTATIVES, 
DISTRIBUTORS . . . ; 
Get Complete Details TODAY ! 


/ 


















CHEMICAL CORPORATION, LEBANON, PA 
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AN OUTSTANDING 
RECORD of service 


and achievement i 
[ new 0 


n the 


rdustry 


ares 
lo yusewer 
1956 Natit — national 
rth oming &™ + will the sewares Man 
The fo bit Ww! wa 
M ifacturer . } Natio | hom ar’ 
sibit perated y= the past 18 ¥8 he 
xh ’ ’ 
= vers AS™ : enero by - 
factu have . <t savi 
hibit reates 
1 NHMA © y at the B MA 
AN = y for ine Buye niv DY ihe NH 
Manu p , 
by bit tor 
to th + plan f opera ti anal mecting 
a HMA exhib we More thar 
* | Ty 
. res a ada 
! housews | 45 tates, vival 
yee send (ro , ry conceivé 
. every 
} yer ene ro top 
9, OV 4 They pony epee . 
‘ 1G ont ;oU « 
nd In en GOO manul actul 
type of WE , of mor ge sewares met 
manag ‘ ; » of earl id oder @ single 
ve ius ti » 
nd the 8 a ine © 
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hat , nt tne 
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AA Kind of phy 
HN the RAY 
1} xhit od show 
pn { 1oa “B08 il 
typ * {wi 
a) etune | i has bee? “ in 
-” , goar™ justly ’ 
NHMA 5° e our me . 
he P Th, yssibl 
to be—t0 Be lowest poss” 
nine xh » = em 
- { manag 
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nY 
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National Housewares 
Manufacturers Exhibit 


JANUARY 19-26 


Exhibit not open Sunday, Jan. 22 


NAVY PIER plus Dril/ Hell, CHICAGO 


There is No Substitute 
for the National Housewares ) 
Exhibit — 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


1140 Merchandise Mert, Chicege 54, Miineis 











Hold the heads of axes 
hammers, sledges 
mallets, hatchets 
and other handle 
type tools 
Available in a 
complete 
range of 
sives 


Rad Devil 





“Barbed to stay wedged’ (uum 


ee 


Counter 
salesman holds 
46 No. 5 and 24 No, 10 Wedges for fast 
service and impulse sales 

Rust - resistant, chip- proof — pound 
these patented steel wedges into the 
head of any handle-type tool — they'll 
never come out. ; 


8008 





A PRODUCT OF 


Red Devil 


IRVINGTON 11, N. J 








SQUARESPRAY 


Famous model 433. It qets the cor 
ners. Hookup in tandem or use to 


fertilize while you water. $2.95 


WATERSPIKE —~ 


Amating mode } 
2? way watering de 
° Wate 

head or flip valve f 


twb surrace 


gation directly 





te roots 
$4.90 ea 

WATERFEEDER 

Model 954. Applicater for cartridge 

type fertilizers Attaches eo y to 

faucet or hose. Use any watering de 
@ fertilize while 

| you water. $! 99 


WATERFEED 


Water soluble cart 
ige type tert 
rer 2? formulas 


15 5 and | 4 


ridges $1.00 


ret] »eopucts co. 





9th & GRAYSON + BERKELEY 10+ CALIFORNIA 





60 











Packaged Aluminum Rolls 


Quah ) leta ( La " 
ra Kagir ( 
I ng in Re f 
( i irton I nt 
rat } cartor 
i | nt t ca +} 


QS 


AY ee 


>= &) 


ee be a id 
ALUMINUM — Wael? some 
IN ROLLS a 
vena ane anzenarese ats 
" 7 bes Bs 
et ne 
wy se a ° 
orame @ am mince 
pan (Corrugated Aluminun 
Roll in four A 28” wide | 
iong, 26 by 100 1B” «(Ct 0 , 
16” by 100° lengths. Material is a 


able in both mill finish or embo 


Displa vise these cartons can b 
angie cut at top to expose roll 
aluminum. One ide will carry 


gested installation instruction and 


helpful hints. Another full side shov 
in detail uggested application I 
more information 


Circle No. 125 on coupon, pg. 50 


New Power Drills 


he Powel rool Division of tl 


Dormever Corp Chicago, Il] j ol 
fering its new i power ari t t 
trade One dri Mods 200. |} 
exclusive Dormeyel Wrencl 
(Chuck tor ¢ ior bit char 
‘ ba thru t iri i 
i I Deu ! i 
il cast i if I 
it ! extra trengt i ! 
ight. Lor pist handlk 
rat firmer riy ind tl i 
pri oaded I iut ! 
off. All Dormeyer dri ha il 
! ock for ned peratior 





Circle No. 126 on coupon, pg ) 


Double Edge Saw Blade 


H B 





I hteer etn at I 
eneral hea cuttin bolt 
nd rod; and 24 teett ire n 

other edge tor cutti thin 
heet met ight tul 


conduit, ete 

The blades are individua 
ind packaged uv Tt icit 
box. For ore infort 


Circle No. 127 on coupon, pg. 50 


Screw Technical Chart 


\ Machir I 
I i i i 
} ’ ’ { 
‘ ‘ 
| 
’ } 
nda n ] 
Vl : 
aT tr 
7 
rea . 
ine ! ! i ! 
I chime cre i 
I i t te M 
‘ i trated il il 
ecia rhe t 
Addre art 
inched for onvenie! ace 
ina tre rit } 
ther! cre pr en ce 
g. For re infor atior 


Circle No. 128 on coupon, pg. 50 
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a aSSSSLiQa, 


He used to score POINTS... 
and NOW he scores PROFITS! 
...With Draper-Maynard 
BASKETBALLS 


vue? 


—_—— 
nents How ' ca 
= Na wk a 


+ 














ri aj VAlZ | Ds, 
: eM is ey} | 
Draper - Maynard 
Sports Equipment 
Cincinnati 32, Ohio 


set 
o 
° ow 


FRABILL Manufacturing Co. 
234 W. Florida St., Milwaukee 5, Wis. 





SOUTHERN HARDWARE for DECEMBER, 1955 





New Croquet Line “Red Tang" Files 
SELL THE BRAND | ee 


A newly designed croquet line i Simonds Saw and Steel 

being presented for 1956 by South burg, Ma ni that it is now 
FISHERMEN al Bend Toy Manufacturing Co furnishing ; ym pl li of Red 
Tang” Files including American Pat 
tern File ind Rasp “American 


Swi Swi Pattern Fi Vixen 
Milled Curved-Tooth Files and Hold 
~ er ind otary I and sul 


y Sneed Stes 
THE FISHING LINE OF CHAMPIONS gy 
You'll write plenty black 
figures when you display and sell 
NORWICH LINES the line oe . asses 
of Champions. Used and recon red box. For more infor n 
nended by Sports Fishermen th . Circle No. 131 on coupon, pg. 50 
vorld over, NORWICH LINE 


) Vy has become accepted as the 5-Way Plastic Float 


| tandard of quality and top. 


notch performance 


ghty proud of all our 


doubly so of 
‘ 
WOR-FLER bynes ny ne ' ine are lored ra 


. esanecman 0 ae ign and new shaped 
» . an , weet of the 14 et inciude 


gq ime! ses ond ft 
grooved and knurle« 





Norwich lines are made and guaranteed by the 


NORWICH LINE COMPANY, INC. NORWICH. N_Y 


information 
Circle No. 129 on coupon, pg. 50 
NORWICH LINES cost no more 

- ask your jobber salesman or write 


N Hunti Mitt 
Joroan B.Parsons& son | se 


1330 TYLER STREET © HOLLYWOOD, FLORIDA 


Rockford, Il, announce the addition 

SOUTHEASTERN REPRESENTATIVES cca anne Eeaniaiiaas inatis en te 
_ — porting equipment 

| rhe Seal-Dri rrap-Mitt ha a 











trap-opening in the palm either 


nung 


‘ 
I ition 


-* 


Circle No. 132 on coupon, pg. 50 


~ - on Swedish Wood Planes 
AN ’ Gensco ) 8: N Kostner 


IDEAL 1 ANN Chicas 3 announce a 
- ew lin I plame lo i 


CAPACITY right or left hand, to allow freedon 
8 Ibs. by 2 on for the trigger finger while ensuring 
armth. According to the manufac 
—_— ture! the loose-wrist design make 
it possible to discard the mitt hastily 
Women love this scale because of if nec ary, by merel flicking the 
its Colorful beauty and usefulness wrist and letting the mitt fly to the 


in the kitchen. Weighs shortening ground 
Made of poplin in live red or brus! 


by cups and has kilo graduations 
brown and reinforced with leather or 


for continental recipes. Styron 
the palm, thumb and at the 


rrap-Mitt i 
Consult your jobber protection in cal 
HANSON SCALE CO. (Est. 1888) ' med om and large ” more mootl ne in 9% and 


mario length 
Northbrook, tl. ormation ‘ 
Circle No. 130 on coupon, pg. 50 


plastic body in red or white 


in 18 
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Handle 
! tio; 


Circle No. 133 on coupon, pg. 50 


} 


1956 Tackle Catalog 


For th 


Sales Head Appointed for 
Cortland Line Division 


I re 


Circle No. 134 on coupon, pg. 50 


Spraying Systems Catalog 


( BRB 


I 
nore informatior 


Circle No. 135 on coupon, pg. 50 


Rish Equipment Co. Plans 
Five Additional Plants 


RisH Equipment Co., a sub 
of Bluefield Supply ¢ B 
W. Va., whol 
upply he 
for establishn 
plants in N 


The 


J. Leon Chandler 


line « pn 

nternational Harvest 
Rish Equipment 
1 th tat 


a fifth 
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sul me vd 
cyBBER THLE CEMENT 


contains 
REAL RUBBER 


Ready to se 


Cannot warp 
or injure tile rT 
Fast tack, 


slow setting 


Covers 
150 Squere Feet 
Per Gallon 


Tight, perma 
nent bond 


Available in 
QUARTS, GALLONS, 
5 GALLONS 


ORDER FROM 
YOUR RUBBER Tig 
WHOLESALER CEMENT 
or direct 


Generous Sample 
on Request 


CONSUMERS GLUE CO. 


1515 N. HADLEY $1 $f wouls 6. MO 





— —Y 











PaTIO 
GARDEN BELLIS 


a*%® 


' eau 
' * 6 


* Display Package? 


BiG FALL SALES 
BiG CHRISTMAS SALES 
YEAR ‘ROUND GIFT SALES 


| 
0 


» 8 


EVIN BROS. 
MANUFACTURING COMPANY 


Soles Representatives 
John H. Grehem & Co. inc 


105 Ovene S New Yoru 6 NY 




















MANUFACTURERS REPRESENTATIVE 
WANTED 

















Pictured above is the new housewares department of the Bill Wittmeier 
EXCLUSIVE FRANCHISE AVAILABLE Supply Co. in Oneonta, Ala. A department store type of operation the 
new section is located directly over the hardware store and will feature 
housewares, small electric appliances, gifts and toys the year'-round. 
The room measures 60° by 60° and has a 9 ceiling. Walls and ceiling are 
of knotty pine and fluorescent fixtures are used throughout. Wall fixtures 
utilize glass shelves against a peg board backing. Floor fixtures are 
8° by 4° islands 




















‘ 


Electric Housewares fact that this past year the indu imer acceptance 
Promoted as Gifts program had received greater co the continued effort 


operation from consumer = and years. However, like all product 
THE ELECTRIC housewares indu trade pre as well as other seg made for m; consumption, el 
re-affirmed it intention to ments of the industry tnan evel! tric housewares items have to co! 
orously carry on its industry before in the five-year history of tantly compete for the attent: 


wide gift promotion program to the program. He pointed out that of the consumer and for the ce 


tor 


help sell electric housewares, it wa the impact at the consumer level ime! endab!l ollar. He 
innounced by the Electric House was already more noticeable and 
vare Section of the National that, in turn, it has had a pr 
Electrical Manufacturers Associa- found effect on the trade 
tion at the NEMA Annual Meeting He went on to say, “Naturalls 
held in Atlantic City recently we feel that we are on the right 
track and will continue to explore 
to the fullest all techniques de 
We plan to vigorously. seek out veloped this past year. We 
evel way possible to promote placing special emphasis again 


All Methods 


Cc 


electric houseware aid H. S getting widest possible visibilit 

Perkins, chairman of the Section with consumer 

ind sales manager, Electric House : 

vare Division, Lander Frat Primary Verget 

ind Clark, “in our continuing drive Perkins noted that 

to achieve a greater share of the ment of as much const 

vast gift market bility in consumer publication a 
Perkins, making his annual re cne of the primary targets for 1956 

port to the Section, reviewed in He aid that the program worl 

detail the accompli hment of the proceed on the basis that electri 


1955 program and emphasized the housewares items enjoy good « 





MARSHALLTOWN 
TROWELS 


MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, IOWA 
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Plans for 1956 Follow Successful 





FINAL tabulation of re is set the 19 
Gift & H eu ‘ 
‘ t] } t ) 
1956 Hou 5 
()\ $1] 000.000 
Lin rit HI 
to A. | 
‘ the ( 
) \ me f 
‘ iF) let 
| t 
} eda |! yf 
4 majorit the } ‘ 
iken up their cptions ! the 1956 she 
tion, McClellar ‘ ts that many manuf 
ive doubled the boot! ice the 19 
The 700 major linge hown in 1955 will | 
even more iine next ‘ tne t 
the ( ‘ I ne« ‘ i i 
reate pact til it space est t 
1956 are current! be filled t the ( 
Division, McClellan added 
Contracts of hardware i ‘ i 
indled by a b-committee headed by 
Heitmann of F. W. Heitmann Co. I ler t 


the best locatior 


, 
McClellan urge all mar 


Houston Gift and Housewares Show 


H 


turers to submit their applications for space 
1956 Show at the earliest possible date. H dd 
P.O. Box 2586, Houston, Tex 
. 
Pump Manufacturers Association 
Holds 23rd Annual Meeting 
CLOSELY-integreted promotiona | 
med at selling the estimated million-plu 
for electric water systems in 1956 was outline 
imp manutacture! epresentative I ¢ pe 
power compant ipplii to the pum 
and officials of related industs par 
the 23rd annual meeti f the National A 
tion of Domestic and Farm Pump Manufactu 
October 6 and 7 in the Sherman Hotel, Chica 
F. E. Mye I] ce-president, The F. E. M 
Bro. ¢ Ashland, Ohi is elected pre t 
ceeding H. R. Laffert ead of Red Jacke I 
factul C Daven} eo i 
D. L. McDonald, president, A. Y. McDonald 
actu ee Dut F | is elected 
ent i ! Execut Boa 
John P. Curt ‘ ‘ Ci e DR 
( p., Rockf 1] elected trea 
rv ew dire elected were H 
bach, president ta-Rite Products, | 
M ind L M I Dayt , 
t go ( D t ©) 
, Host ed the a ‘ 
exe j ( et 1949 i 
executive secret ed Herbert ¢ 
‘ ‘ W 
I nt 1 | e ft ‘ 
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YALE HAS THE PRODUCTS 
» +. AND THE DISPLAYS 


THAT SELL THEM FAST 


Gg 
5 
me | 


o> 


FREE! SEND NOW! 


Write for velveble booklet 
The KEY to Selecting PADLOCKS 4 ) 
THE YALE & TOWNE MIO CO > 
Lock & Herdwere Div... White Pleins, N.Y “4 
. F - ia 
%4Z, Any ) 


~ Xey ) 


VALE « 


,6 Pat ’ 


m YALE & TOWNE 





AMERICA’S 
FASTEST 


Sellis 
MODEL ~s 


>. 
MODEL 20 PORT. A-BOX 


Ask your jobber or write today for 
complete information! 


UMCO corporation 


1717 Fourth Avenue South « Minneapolis 4, Minnesota 


CHECIVATVES 





Patented, flexible Monel 
Metal Poppet can't leak... 
can't stick, Sensitive in opera 
tion. For cold or hot water or steam 


shell. Seven size 


Write today for Bulletin 204. 


200 Ibe. pressure. One-piece brass 


Order trom 


STRATAFLO PRODUCTS, 
your Jobber 


FORT WAYNE 1. INDIANA 


INC. 


66 





. l 

auee a | 
SS PRR EL ee 
WRIGHTWELD | 

HARDWARE CLOTH 


This flat wire welded selvage marks a major advance 





ment in this commodity. Precision woven fabric utilizing 
hard drawn wire in place of the annealed 
added strength, 


meshes. By Wright's new weaving process the flat wire 


customary 


wire gives rigidity and uniformity of 


selvages are tightly welded to each filler wire, resulting 


in even, accurate width. Heavily galvanized after weaving. 


GE WRIGHT 


| WORCESTER: 


STEEL & 
WIRE CO, 
MAS S&S. 








A Progressive Magazine 
for 
Progressive Hardware Men... 


SOUTHERN HARDWARE 


if you are not now a subscriber, or if your subscription 
is due for renewal, send in your order today—! year 


$1.00, 3 years $2.00. 


SOUTHERN HARDWARE 
806 Peachtree St., N. E. Atlanta 5, Georgia 

















W. R. C. Smith Publishing Co. 
Department SH-55 
806 Peachtree St., 


N. E. 
Atlanta 5, Georgia 


Please enter my subscription to SOUTHERN HARDWARE for 3 years 


Name 


P. O. Box or 
Street and No 


State 
Position 


] Enclosed find $2.00 } Send bill for $2.00 
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Souther 


Farm 
Equipment 


Make Greater Chain Saw Profits 
with these VU“ SZ 
star salesmen from 





* 7 New STRUNK Chain Saws (sell themselves!) Most complete line 


in the industry! ¢ The right saw for every use and user! Choice of both geared and direct 


drive models! ¢ The lowest prices—from $179 complete « Full line of profit-packed accessories! 


Be a AE ae ge SE 


SpeeDemor ALL.POSITION 
Ay Beover SPECIAL SpeeDemon DELUXE BUSY BEAVER CUSTOM PRO BIG TIMBER as rimeeR PRO 
, HP. 28 185 3 HP, 25 185 3 HP, 25 185 4 HP 278185 4 4P 27 .8s bpeeDemo HP, 79 18s 


* 15 priate on Boosters 


5S mr. 27 18s 














Cs a unt “oo \ 


£ ga j — @ \ 
~{ = ww -- hh - wo 
if. 2 ; a. - - a \ S . .P, 2 .\ r re \\ . o ’ 
] xs . = “—- \, — j al q wos 
oi ‘gg es 
“Na aed os 
AD REPRINTS TUE PAYMENT PLAN snus ms MANUAL SERVICE MANUAL CHAIN SAW BOOKLET BUN DING SIUM DIRECT mat SPECICATION SHEETS 


EF=) (Ps ny V4 A pe ey 


WINDOW STREAMERS ROADSIDE SIGN OUTSIDE BANNER FREE AD MATS SPECIAL PROMOTIONS PRODUCT DISPLAY STAND MAGATINE ADVERTIOONG 





STRUNK GIVES YOU MORE TO SELL AND MORE SELLING HELP! BETTER WRITE TODAY FOR DETAILS! OWLY A FEW STRUNK FRANCHISES STULL AVAILABLE! 


STRUNA cuain saws, inc, 1115, COATESVILLE PA. 

















JOHN DEERE 
Moline, Illinois 


wm 


y > 
“ay 


Quality Farm Equipment Since 1837 


yright, 19 leere & 
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Frank Martin, assistant manager, 
far right, discusses features of 
a new tractor with farm cus- 
tomer. During major sales sea- 
son company uses three outside 
salesmen. In the winter months 
they canvass the territory build- 
ing up service business 


By Ross L. Holman 


They Plan for 


ear- Round Sales 


“ 


Martin and Mrs. Caline Crockrell 
company bookkeeper, check over 
the firm's soles record for the 
year. In the first eight months of 
1955 44 new tractors were sold 
Martin, left, talks with farmer 
about needed repairs for a corn 
picker 





A company mechanic is shown here servicing a washer. Sales of used 
appliances accepted as trade-ins account for worthwhile extra volume 


but recently the company reached 
out and acquired another dealer 
hip at Pari Tenn a town of 
9,000 population 30 miles away 
With two to three field salesmen 
the company has a selling program 
that include new equipment 
trade-ins, appliance ervice and 
irrigation equipment and other 
lines. These activities are so 
throughout the year tnat there | 


no season when some line or ser, r to clinch 


ice is not getting major attention on an st-persuadse 
In November and December, fo: Martin says that afte 
example, service sales begin and the repair needs the 
vain momentum. It is in these two How about letting u 
months that the reconditioning of tractor next Friday? 
trade-ins reaches a peak farmer in the position of 
During these last two months of ay ye or ‘no’ toa ve 
the year a letter goe out to all need—one which he wil 
customers urging a thorough win take care of finally an 
ter inspection and ervicing of way the company get 
tractor and other implement conditioning jobs during 
while they are idle and February to deliver 
While the letter serves chiefly tractors or so a day 
a reminder, it is the all-out can Now, while the field ile 
vassing of prospects that really are lining up November-Decen 
ell hop service. Field Salesmen ale of wintertime service 
Clayton Keel and Sidney sutt which hits a peak in Janu: 
make farm-to-farm visit elling Februat the shop is at 
their customers on the importance of its work on repair! 
of this work before the machine All during the 
are pressed into service. They trade-in is acceptec 
check the implements in farmer away in one of ther 
heds and make minor adjustment to be reconditioned 
free of charge. They offer some at when regular work slack 
tractive inducements to persuade November - December. Practic: 
farmers to bring in equipment at a very used implement that 
time when they will not have t ack no further than 1940 
high-pressure the mechanics to get pletely worked over. Older n 


inked 


the work done old “as 1 
In order to get the customer to mportant parts are taken off 
give us this work during the win kept in special part ection 
te! explained Assistant Manager econditioned implement 
Frank Martin we may offer him thoroughly worked ove 
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A report to you about men and machines that help maintain International Harvester leadership 


Tilt the bucket down and DIG! International 
300 Utility built-in weight provides the traction 
to push or pull where the wheels on lighter- 


weight tractors slip or spin 


Wherever demonstrated on heavy-duty industrial service, the 
new International 300 Utility tractor develops a host of new 


Demonstrations prove prospects for IH Dealers Here are features that close sales 
Up to 1,000 pounds more built-in weight for the strength 


New International —triction.“ana Staminethat step up output and hold down 


maintenance 


10 speeds forward with ‘Torque Amplifier — operator can boost 
300 TILITY pull or push power up to 1 per cent on the go 
Stronger front end, for heavy-duty loading and dozing 


Full line of equipment, McCormick’ and special-duty 


outworks them all Prospects in construction, industry, local governments and 


other off-farm classifications want these heavy-duty features 
Wherever the 300 Utility is demonstrated, it sells itself' 


...Widens industrial sales opportunities for IH Dealers 
a 


Industry. Rugged chassis and rear axle Local governments — Cities, counties Construction. international 300 Utility 
housings are built to stand up under heavy townships, parks. Inter ingeability f tubular steel front axle provides up to 3 


loads such as handled by this rear-mounted equipment lets the Interna yt 3 Jtility ,er ce stronger front end for equipr 


fork lift in a concrete block plant pay for itself in yea j ° ‘ inations su as this backhoe and de 


IH engineering teamwork produced the rugged, powerful new Inter 
national 300 Utility tractor—a tractor with stamina to stay on the jol 
4 in industrial service, thus widening sales opportunities for IH Dealer 


INTE RNATIONAL HARVESTER 


Internationa! werverter products pay for themselves ir rm Equipment or 


Motor Truck Crawler Tractors and Power Unit ahaa ( ( Igo Mine 
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“We Profit from 


Womer aR 


When population of older model Ford Tractors justified it, Jerry Maloney, District Supervisor for Triad Tractor and 
this boring bar was added to the service department. Service Implement Corp., the area Ford Tractor and Implement 
Manager Bill Chick says, “Since we've had it, we've rebored 
well over 200 engines and fitted them with cast iron sleeves.” 
That's real volume at a real profit! 


distributor, checks a parts order with Parts Manager, Webb 
Howard. Howard keeps a perpetual inventory of every part 
calls the system “the heart of our parts operation 


TRACTOR AND IMPLEMENT DIVISION 
FORD MOTOR COMPANY 


aeuaal & Birmingham, Michigan 
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Volume Service because 
We Sell a Volume Line!” 


says A. B. Morley, Morley Tractor Service, 
Bergen, N.Y. 


‘ 

Some farm machinery dealers consider the parts and 
service end of their business a necessary evil, but not 
A. B. Morley! This successful Ford Tractor and Imple 
ment dealer knows that parts and service can pay a good 


profit. Here's his formula for success: 


Start With a Fast-Selling Line 


“Since parts and service potential depends on tractor 
population,” says Mr. Morley, “the key to future parts and 
service profit is new tractor sales volume. When you're 
moving lots of new tractors, as we are with Ford, you 
can afford to invest in a good stock of parts because 
you know it will turn at a profitable pace. You can afford 
to provide a modern, fully equipped service shop and 
staff it with expert personnel when you know there's 
enough potential to keep it going full time the year 
‘round. Yes, we feel that sales volume is the key, and 
records show that Ford Tractors are the fastest selling 


tractors in their power classes!” 


A. B. Morley’s advice comes from solid experience. A 
Ford Tractor dealer since 1939, his accomplishments 
include two Leading Dealer awards and several citations 
for outstanding parts sales. His service absorption has 


An open display of genuine 
Ford Tractor parts surrounds 
the sales floor of Morley Tractor 
Service. It makes an impressive 
background for both the parts 
counter and the lineup of new 
Ford Tractors on the other side 
of the room. 


been growing steadily and is well over 100°, for the first 


six months of this year! 


Follow Through With Good Merchandising 


Of course, aggressive merchandising, good parts availa 
bility and proper pricing are important, too, says Morley 
“With our Ford line we get help on all these things 
Top-notch parts and service promotional material is sup 
plied regularly. Parts availability from our distributor 
has been excellent parts pricing more than competi 
tive. For example, a Ford Tractor can be overhauled for 
less than most competitive makes, and this is a real 
advantage in building volume 

Consider your own parts and service operation in the 
light of the line you're now selling. Are you getting real 
profit-building volume, or do you have to stock parts for 
a score of diflerent models, without realizing real volume 
on any of them? Think it over. We believe you ll come 
to the same conclusion so many other forward-looking 
dealers have: If you're in the farm-equipment business 
for profit, not only from new tractor sales but also from 
parts and service, you'll find it better to be with Ford 


than to watch Ford! 
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Service specialist boosts sales of 


Use of a service specialist has 
enabled this company to double 
its sales of dairy equipment 


| [se OF A full-time specialist for 
ervicing milking equipment 
has more than doubled sales and 
ervice volume on the line for Lup 
ton Farm pervice Inc farm 
equipment dealer in Hamilton 
Virginia. In fact thi izable uu 
crease took place within fou 
months after the company decided 
to provide specialized, on-the-farn 
ervice for dairy farmer 

While a free service call yearl 
on each user plus periodic prom 
tion in the newspaper have cor 
tributed to this increase, the con 
pany feels that thi ervice pe 
Clalist, working within a 50-mile 
radius of the tore, has been the 
most eltlective Wa of boostin 
ale 

Not to be overlooked is the fact 
that thi pecial service has gained 
much good will from farmers wh« 
have been grateful for the special 
attention given to thet ervice 
problem 

“We have alway old milku 
equipment. We have always had a 
good floor display of milkers, bulk 
cooling tanks and ace ore but 
it was not until we put a full-time 
man into the field and widened ¢ 
ales area that sales began to in 
crease by leaps and bound L. G 
Baker, manager of the compan 
aid 
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Dairy Equipment 


By B. Miller 


the compa! 
tter to 200 
equipme! 
tne ery 
inization Was pt 


letter indica 


th 
Week! 
and other 
yunced the availa 


(Cor 


Service specialist operates truck cquipped with the tools necessary to 
give on-the-farm service. The service man has been instrumental, addi- 
tionally in closing sales of other equipment 
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the miracle trom Massey-Harris 


a tractor 
development 

so dramatic 
farmers everywhere 


will call it a miracle —— now, more than ever before, 
a Massey-Harris dealership is 


the franchise with a future! 
Alf. your eye on 


Massey-Harris 
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Turner Personnel Changes 
Announced by President 


THE APPOINTMENT 
H CKMatr 


Breaking all-time — 
chain sales records — 
fy Campbell Chain’s exclusive 


(le) 


4 MEASURE-MARK 


\a 





m, Marked every 5 feet.. quick, exact measuring 


o) 


x. Color-Coded « «. instant identification of 
re chain grade 


Sp 
\ ee. 


— 
GREEN "Measure-Mark"’ for Camp- \ 
bell Proof Coil Chain ‘> 
RE "“Measure-Mark" for Campbell the 


BBB Chain deale! 


nN it 
BLU "Measure-Mark" for Camp ner 

bell High Test Stee! Chain Duke Te mplet 
factory 


r 
ORANG fag atl _ a} po nted ere 
Cam-Alley Chain , 


and Will be ri 
Dealer-Distribut 


iperintende! 





¢\ ” The e 


‘ headed by 


te Uy 
Chain sellers and u ers everywhere \ Agricu il 
have been qui k to recognize the idvantage of neu { 
Campbell ‘"Measure-Mark" Chain. No more cumber ‘| 


some measuring— just count the colored five-foot 


markings. And you can instantly identify the proper |; 


grade of chain with Campbell's exclusive Color-Coding 


/ 
Saves time— assure accuracy. Get all the details on rh |} 


this completely new time-and-labor-saving method of 
handling chain—available only from Campbell. Write Vay) 
today, or ask your Campbell Distributor Ve y New Chain Saw Announced 
prey . y, Va by Sunflower Industries 
eis} r fer Ja A, SUNFLOWER Industri O 
oe A Kat 
~ 4. 
AVAILABLE ONLY FROM “nena 


CAMPBELL CHAIN Gonsany 


Main Office, York, Pa. 
West Burlington, lowa + Portland, Oregon + Sacramento, Calif. 


Makers of the famous Lug-Reinforced Tire Chains 
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When the available 
market limited sales 
of major equipment, 
this dealer, with an eye 
to profit, found sec- 
ondary lines to fill gap 


Sidelines 
take up the slack 


irgent 
paddle weldin 
how th five 
as been able to 
ofit in a terri 


nited for tracto 


When } ( pan opened, at 
cording 
partner a! 
obvi 
fore 
Vletcal fe 
and found Kact what wi 
tractor market. He found th: 
county needed about 
that the aver 
in operation 
faced defir 
H 


tract 


In top photo, Metcalfe, right, in- 
spects display of mufflers which 
is located in front of store. He 
expects to sell more than 500 
mufflers during the year. Stock of 
tools, right. was specially se- 
lected for sale to tractor owners 





rice farmer keep more 


one ol 


tractors in the shop throughout the 

these 
job Because the 
gone after thi: 


built a 


“off-season fo! conversion 
company ha 

and has 
the job, it 
tractor owner! 
of tractor 


Farm Sup 


busine 
reputation for 
draws work from 
who own other make 
than those handled by 
ply 
Another profitable line that the 
company ha tires. It 
handled tractor tires as a matter 
of policy to fit the tractors it sold 
but the tire busines 
promise that Metcalfe 
added truck and  passenger-car 
tires to the tractor line—to utilize 
his contact tractor 


developed i 


showed such 


eventually 


with 
for all of them owned tractor 
cut Thi 


runs nearly 


ownel 
and 
non-tractor tire busine 
$1,000 a 
a consistent profit 
Still another logical sideline that 
consistently for the 
company is an assortment of tools 
elected to 
The 
attractive display of 


month now 


and it show 


makes money 


appeal to 
company 


especially 
tractor ownel 
maintains an 
these 


average 


tools in the store, where the 
tracto! custome! ee 
Sugg 


the display create 


and reference to 
most of the tool 
busine It is a ready-made item 
Metcalfe says, for the tractor deal 
er without enough potential tractor 
ales to satisfy 
the small-town dealet 

In electing these 
Metcalfe points out 
Will thi 


owners? If it 


them tion 


the volume needs of 


ideline 
t con 
ell to 
then it 
hop, for 


‘our fi 


ideration | line 


tractor will 


belongs in our store or 


enough tractor owne! come in 


78 


regularly to create a arket 
for an line that they 
Naturally 
electing auxiliary line 

relation to 


and must 


here 
need on the 
farm we don t go to eX 
treme in 
It must 
farming 


have ome 


tractor appeal 
particularly to tractor farme! 
Posthole-diggers are such a line 


for most farme! have con 
iderable acreage under cultivation 
and the need a lot of 
Logically, they 
yer and Farm Supply has a line 
o that trae 


them when they 


rice 


fencing 
need po thole-dig 
of diggers on display, 
tor custome! ee 
come in to pay account or to get 


ervice on their tractor 


Profitable Accessory 


Another line that 
cor tent profit fol 
a muffler pat well 
adapted to the coa tal area. Muf 
flers erode rapidly along the damp 
coast Metcalfe muffle 
that was guaranteed for the life of 
the vehicle. He advertise the line 
modest] ! the local 
paper, he keeps a display of 
in front of the store and tl eal 


he xpect to sell at least 500 unit 


found a 


wee kh l y 


them 


e farme! operat 


thei 


ometime 


airing 
and 

on of their land for } 
According! 

ympany decided that a line of 

rader blades would be profitable 
f the fact that the 

tocked ar vhere 


G ade! blade 


watering 


and 


lade have developed 


Welding mud paddies on tractors 

such as that shown at left is 

profitable business for the com- 

pony. Each job brings in about 
$250 


these a 
or line The cl e! 
tact with the tractor! 
bette! 
him his next W 


> 


chance we 


Pump Manufacturers 
Appoint Hosford 


JoHN Hosrorp, Chicas 
named executive ec! 
National A 
Farm Pump M 
icceeding Herbert C 
after 23 yea! 

| 


Announcement of 


ociation 


and 


ti ’ 
rin, 


mntment was made 
resident of tl 


cently 


Membe: 
duce electri 
farms and home 
main 

Ho 
1949 
tal Prior 
relations du 
Real Estat 
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Officers of the National Retail Farm Equipment Association are, left to right: Ted B. Miller, immediate past presi 
dent; Henry E. Breen, president; Lyman Goes, first vice-president; and C. A. Washmon, second vice-president 


NRFEA Meets in Miami 


Successful Clinics 
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LML Engineering and Mfg. Co., 
Columbia City, Ind. The discussion 
dealt with management problem 
and stressed the necessity of sell 
ing at fair profit margins in orde 
to keep strong and give good long 
range service 

Arch N 
president, U. S. Chamber of Com 
belheved that 
dependent on bu 


400th executive vice 
merce continued 
prosperity wa 
re men continuing to work hard 
ond making the right economic 
al o through he Iping 
their government make the right 


decision 


decisions on credit and expansion 


He called 1955 the 


re year in history and advo 


biggest bu 


cated moderation between the ex 
treme of uper-optimism and 
uper-pessimism in future’ busi 
re polici 

Henry FE. Breen, new president 
aid that “tricky” deal 


ting ind poo! ervice not onl 


price ¢ ut 


hurt competitors but also hurt the 
very dealer who did it. He de 
clared there was enough legitimat« 
profit for all if method 
were used; but 
omething would have to be done 
eventually about the conflict be 
tween the higher prices the farm 
ers paid for goods and the lower 
receiving for 


sound 
uggested that 


prices they were 
thei crop 

Dr. Pierce Harris, pastor First 
Methodist Church of Atlanta, gave 
an inspiring talk on the benefits of 

hooting straight with yourself 
and all elements of the commun 
ity.’ His address was relieved by 
continuous humorous sidelights on 
human nature which were much 
enjoyed, Conclusion: “You have to 
give as well as get to be succe 
ful.’ 

The 1956 convention was slated 
for October 15-18 in the still-to 
be-built Hilton-Statler Hotel in 
Dalla 


e 


Harvester Introduces 
New Rotary Cutter 


A NEW McCormick power take 
off-driven rotary cutter that cut 
and shreds cotton and corn stalk 
clips pastures, and maintains road 
ides has been introduced by Inter 
national Harvester Co. This new 
peeds the conversion 
plant food 


weevil 


rotary cutter 
of crop residues into 
helping control the boll 
corn borer, and other insect pest 
by destroying their winter home 
and promote increased feed 
capacity from pastures, it was an 


nounced 


80 





Available in both Fast-Hitch and trailing models, the 25 rotary cutter will 

fit any tractor of two plow size or lerger. Fast-Hitch models are available 

for use on the International 300 utility tractor, shown here, and on the 
Farmall 200, 300 and 400 


Heavy, free 
tating at speed 


winging knive Oo 
up to 120 mph, cut 


& 57-inch swath to cover a 
His n 


front end opening allows k 


j 30 acre a day 


cut 6-foot talk u the 
from under the tractor 
presses the cut material 
plete shredding. Cutting heig ‘ 
justs from 3 to 14 inches. Unique 
afety shield 
and operator maximum protectior 
A special shredding 

may be obtained to reduce stalk 
weeds, or brush to a 
mulch that is easily plowed under 
This new McCormick cutter i 
available in Farmall 
models or trailing models for an 


Rive both machin 


attachment 


mounted 


two-plow or larger tractor 


+. 


Sunflower Introduces 
New 90-Inch Mower 


A NEW heavy-duty 90-inch ro 
tary mower has been introduced by 
Sunflower Industries, Inc., Olathe 
Kansas: 

Equipped 
Bearing Jack 
and for one-man hook-up to tractoi 


with Bull Dog all 
for adjusting height 


drawbar, the T 290 is designed to 


mow gra cut briar weeds and 


pulp.-like 


according ) Nn mal 


The gear box mounting 
provide quick, easy belt tigh 
Other feature 
(4) of forged spring steel 
edge cutting blade heat 
for long life; extra heavy 
and shields and heavy-duty 
shaft equipped with Blood Broth 
er’s Universal joints and needle 
point lubricated bearins 
All Sunflower $-point 
rotary mowers are supplied now 


also for Farmall Fast Hitch 
+. 


hitch 


Martin-Senour Paint Adds 
Four Colors in Farm Line 


ApbpDITION of four new colo! ) 
its line of tractor and equipment 
announced by the Martin 
(Juarr' 


paints 1 
Senour Paint Co 
St., Chicago 

The new colo! julpment 
Black Equipment 
Oliver Green, and 

They ipplement 
line of 10 color \ 

hade of red 

reen. All 14 « 


a et 
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Mustang Offers Kit 
for Pickup Trucks 


‘ 


MUSTANG Manufa 
Tradewind A 
Texa 
Rac} 
Cua 








satisfied 


with your 


new machine sales? 











Allis-Chalmers Adds 
Portable Elevator 


Mt 


PAPEC 


HAY CHOPPER-SILO FILLERS 





FORAGE HARVESTERS CROP BLOWERS 


FEED MIXERS 


ENSILAGE CUTTERS HAMMER MILLS 


1955 
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Manufacturers, Wholesalers Cooperate 
in Producing Low-Cost Catalogs 


MANUFACTURERS and wholesale: 
are cooperating in the production 
allied 
hort line = and pecialty farm 
equipment, C. R. McMicken, presi 
dent of the Farm Equipment 
Wholesalers A ociation, a! 
nounced recently 

In the project just undertaken 
by members of the FEWA and 
their factory supplie 
50,000 catalogs will be published 
immediately after January 1 to be 
put into the hands of retail farm 
equipment dealers of the United 
States and Canada. The FEWA 
which has been studying the po 
tential of such a program for sev 
eral years, has enlisted the support 
of short line manufacturers who 
market their products through in 
dependent farm equipment whole 
sale The cooperative program 
will enable wholesalers to put 
catalogs into the hands of retail 
dealers which adequately repre 
sent skort line, allied and specialty 
manufacturers’ lines and will 
working tools to facilitate 
by deal 


of low-cost catalog for 


more than 


erve as 
handling of the product 


cl 
Pages Furnished 


Manufacturers 
the program make catalog page 
available to wholesalers who han 
dle thei Each whole 
saler issues an individual catalog 
as to binding, cover, introductory 
pages and index, etc., but product 
pages are provided by the manu 
who deals directly with 


cooperating in 


products 


facture: 
the official printer in preparation 
of copy, ete. The same _ product 
catalog page is used by all whole 
alers merely by changing the run 
ning head to conform to the in 
dividual catalog and its indexing 
In thi 
long-run presswork, with only the 
initial makes 
participation by the manufacturer 


manner! the low cost of 
composition cost, 


comparatively inexpensive 
Reprints are made available to 
the manufacturer under the plan 
also so that he can make his cata 
log pages available to any of his 
distributors, whether they are 
members of the FEWA or not 


82 


format 
most features indicated as desir 
able by retail farm 
dealers. Trim size of the catalog 
will be 842x11 inches and the type 


The catalog provide 


equipment 


page 

to trade publication page size ; 
The inner margins will be one 
inch and the outer margins one 
half inch. Wholesaler 
choice of permanent or loose leaf 
binding. Manufacture! 
option to use color instead of the 


have a 
have an 


most economica! black and white 
catalog page 
available to 


The catalogs made 


retail dealers under the plan are 
intended to give the manufacture! 
of short line or allied equipment 
adequate representation for hi 
products at the retail level at all 
times at the lowest possible cost 
Thirty member of the Farm 


Equipment Wholesale: Associa 


New Holland Dealers Offer 
Two-Tone Farm Equipment 


FARMERS visiting the showroom 
f New Holland dealers will soon 
be seeing grassland farm equip 
in two-tone that “look 
pretty as a picture according to 
New Holland Machine Co 

In a major departure from tra 
ditional 
Holland announce 
styling for every item in it 

From a solid “baler red 


ment 


machinery design, Ne 


two-tone ct 


tion are issuing 50,000 catalog 
under the plan with an established 
Dead- 


manufacture! cop 


publication date in January 

line for 

December ] Member 

FEWA eventually may issu 

than 100,000 catalog inde 

plan McMicken said. The organiza 

tion has 71 leading independent 

farm equipment wholesaler 

United States and Canada 
Shortly after the de 


announcea mo! 


the 


finite publi 
cation date wa 
than 160 allied and short line man 


announced cooperati 


ufacture! 
in the program. Action to Inaugu 
rate the project was taken at the 
annual meeting of the FEWA in 
New Orleans. Participation by all 
important short line and allied 
farm manufacture! 
who market their products through 
equipment wholesale: i 
anticipated, McMicken said. He 
stated that the economies of th 
program will help reduce manu 
facturer and wholesaler costs and 
will be instrumental in improving 


equipme nt 


farm 


the quality of product information 
which can be made available to re 
tailers who profit from handling 
hort line and allied farm equip 
ment in the United State and 


Canada 


or now wing over tl a rich 
bright Power Red” and a 
“Sun Yellow The baler pickup 


forage harvester attachment 


golden 


a few other parts are 
color, permitting 


terial al 


New Holland is swinging its entire line of grassiand farm equipment over 
to two-tone styling. The new colors, “Power Red" and “Sun Yellow,” are 
designed to compiement the greens and browns of farmiand 
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el opene! 
von cover to 
oil into the 


John Deere Announces New 
5-Plow Diesel Tractor 


a 


A NEW 5-plow tandard-tread 
Diesel tract ak i place 
the tractor ot Jont Deere 
Moline, | Th “A odel “80 
Diesel | ntroduced a 

to the Model “R” Diesel Tractor 
Also introduced te match the 
power of the Model “80” on disk 


ing job inew 21-foot di 


IS j K hal 
rOW tre Model a W a doubk 
action, wheel-carried harrow 


The new Model “80 is designed 


for grain and rice growe! and 
other farmers who want plenty of 
lugging powe! combined with 
Diesel fuel economy, the manufat 
ture! 

to 


Burch Adds New Harrow, 
Tractor Peanut Planter 
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The newly-elected directors and advisors of the Farm Equipment Whole- 
salers Association are pictured. Left to right are Advisors Hugh T. Lindsay 
of Lindsay Bros. Co., Minneapolis, Minn., and G. W. Hammons of Price Bros. 
Equipment, inc., Wichita, Kansas; Executive Secretary Robert L. Shannon, 
Minneapolis, Minn.; Director A. D. Byerline of General implement Dis- 
tributors, inc., Salt Lake City, Utah; President C. R. McMicken of B. Hay- 
man Co., Inc., Los Angeles, Calif.; First Vice-President H. C. Tharpe of 
Lovett & Tharpe Hardware Co., Inc., Dublin, Ga.; Second Vice-President R. 
J. Hamilton of Hamilton Equipment, inc., Ephrata, Pa.; and Secretary- 


Treasurer Carl A. Rahn of Midiand implement Co., Inc., 


Billings, Montana 


Farm Equipment Wholesalers Plan 
Spring Meeting in Chicago 


PHE SPRING meeting of the Farn 
Equipment Wholesalers Associa 
tion will be held at the Edgewate 
Beach Hotel in Chicago April 10 to 
13, President C. R. MeMicken of 
Los Angeles, Calif., announced 

The organization, 


whose mem 


bership includes 71 outstanding in 
dependent farm equipment whol 
ale house of the United State 
and Canada, will invite all manu 
facturers of allied, short line and 
farm equipment to at 
Dating Party on April 11 
and its two days of busine inte: 
views (Factory Days) on April 12 
and 13, The two functions were 
established 10 years ago by the 
FEWA to 
equipment 
distribution 
liable wholesale who ar 
dedicated to tock 


and traveling a force of salesmet 


pecialty 
tend it 


help short line farm 
makel to establish 
patterns through re 
firm 
warehousing 
adequate to serve retail dealers in 


the territory served by the whole 
ale company 
McMicker tated that one of the 
lation important reports at 
ring meeting will be fron 
Chairman A. D. Byerline of the 
Retailer Relations Committee. By 
erline, Salt Lake City, Utah whol 
FEWA 


whol 


ale executive erved the 
ident last vear. The 
relations commit 


closely with tate 


i pre 
ale retailer 


teemen work 


and regional dealer association 


ecretari erving as a soundin 


84 


board to retlect dealer pre 


vide a basis for constructive poli 


action Db the wholesale! 


7 


Ford Establishes Sales- 
Field Operations Activity 


ESTABLISHMENT of a 
t to handle field operati 
the Tractor and Implemer 
Motor Co tirn 


announced b' M 


ion, Ford 
Ala., 1 
assistant general manage! 
K. F Morlen ha been 
assistant general ale ! 
field operation 


charge of 


\\ 


K. F. Morien 


blem 


and solutions to the FEWA to pr 


independent 
tracto! and farm 
tne Ur ited State 
Mexico and Cub; 
Promoted 


deale 


dan He attend 


il 
plement dealet 
ould, Art for 
to that, Sloan was for two y« 
Dealers Tractor! 
of Memph 


oF 


thre 


ociated with 


Equipment C 


Sunflower Adds Mower 
for Oliver Tractor 


SUNFLOWER Indu 
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Midland Introduces 
1956 Rotary Tiller 


> 


Specialist Boosts Sales 
of Dairy Equipment 





FULLY GUARANTEED 


aS TO QUALITY, FIT AND FINISH 


E 1 —_ Tractor Side-Dresser ~ 
rah / \ 22 ~*~, Gives Positive Accuracy 
ty with 


SERVICE SHARES 





' iia 
x STAR MFG. co. 

A 
Patterns are available for practically all plows, 
listers, middlebreakers in No. 1 soft center or 
No. 2 crucible steel of the highe st quality ob- 


- 


tainable. Send today for catalog 
1-2-4 Row Outfits 


STAR MANUFACTURING COMPANY JOHN BLUE co., | NC. 


1RON &2 BOLT CO 


DIVISION OF ILLINOIS 
CARPENTERSVILLE, ILLINOIS 





U.S.A (EST 1873) 
Huntsville, Alabama p-; 
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and a ra-le nh equipment 


John Deere Introduces 
New Corn Sheller ; control permittin front and real 
fone . Cy mounted attachments to be con 


trolled simultaneous! individu 


THE NEW No, 71 Corn Shellet 
announced by John Deere, Moline al ’ “ 

, . ' r Ze tachment 

Ii) Portable and PTO-driven te a , , . 

NM ti { field 


applicable 


lo th indu rigai fl al uvi able 
ave staking and aligning a belt } : “ = _ . 

- optiona equipment for rie 
it hell up to 500 bushels of ea! ad “ ; : . , 
ot viemit 


corn per hour, according to the 


s00 
manufacturer 
A large-area cleaning hoe in 


i@ No. 7 ) wo Diast fan : 
7 Rain ™ hes war é- cea th Wood Brothers Announces 
designe 0 > poo eanineg 
New Mower-Shredder 


of corn. Its grated cob stacker input, two indicator lights tell the 
eparates shelled corn from cob true condition of the fencer amd Woop Brotruers M: 
Exclusive with this size of shelle the fence wire. The unit housed Co.. Oregon 
is its all-steel shelling unit with in a heay turd teel cabinet Model 42CL 
full circumference cage, which finished in a baked-on blue-green der. The Mode! 
hells all the way around its in enamel and is equipped with a mount underns 
ide diameter, the manufacture! built-in lightning arrestor. Shy tional Cub L 
tate. ping weight is nine pound list hreds a 42 
price $34.50 

Hol-Dem Electric Fence 
manultacture a comple te 


Hol-Dem Markets New battery. Hi-Line and combina 


Approved Controller model 


7” 


HoLt-Dem Electric Fencer Co., 
1330 N. E. Quincy, Minneapoli 


Minn announce that it ha Te | introduces New 
marketed the first approved elec industrial Tractor 


tric fence controller which will 
chip off weed ind gra on col 
tect 

Approved by the Wisconsin 
State Industrial Commission, the 
Model 53 accomplishes the action 
through the use of a one-tenth 


econd hock period putting out Or’ ) an IH 


60 shocks per minute. A_ special lin tractor 
iutomath mereury witch cle } 8: oun aid to 1 000 
igned by the company for its ex pound nore than tractors of com 
Clusive use, plus high voltage and parable size and cla 
low current give the balance of weight provide rei 
hock that makes the action possi tronger power train 
ble cording to International engu 

The Model 53 holds all stock The Mode! 300 i available 
cattle, hog goat horse mule either in a standard 5-speed trat 
even unsheared sheep—the year mission or Torque Amplifier driv 
around, in any soil or weather con The Torque Amplifier give 
dition, including the driest ground peeds forward from 1.5 to 
with one wire, the manufacturer mph to allow the advantage 
tate, Operating on 115 volts AC peed and power changes up 
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Lombard Announces New 
Direct Drive Chain Saw 


sugh jobs as in-the-field we'lc 
« is at 208 volf& 


Electrall Units Now Being Marketed 
by International Harvester Co. 


S. L. Allen Adds Riding 
Tractor, Garden Tiller 


x { 
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a 


Special Reps to Handle 
Sales of IH 300 Utility 


APPOINTMENT of ix regional 


representative Lo 
ale activity on the new Inte! 
national 4300 Utility tractor witl 
equipment wa an 
nounced recently by R. W. Dibble 
general sale Interna 
Chicago, Ill 
will 
Interna 


per ial-duty 


manavetl 
tional Harvester Co 
These six work 


men, who 


under the supervision of 
general sale 


Howard A 


central region 


tional Harvester’s six 
regional manager are 
Field, Peoria, Ill 
William L 
Y., eastern region 
Minneapolis, Minn 
on; Hassell G 
lotte N & 

Marshall C Hon 
Kan outhwest regio 
Clyde W. Davi Denver 
region 
The overall 


Ferrell, Syracuse N 
John I 
northwest re 

Coffman, C 

outhern 


sur 


Kan 


vestern 
International 
Utility pecial dut 
equipment program will be headed 
by B. H jugb assistant ale 
manager, general sale Chicago 
The International 300 is a heavy 
dut all-purpose tractor vith 
12.44 belt hor 29.4! 
arawbar horsepowet! It ivall 
able with ich 
Amplifier drive, independent pow 
er take-off, Fast-Hitch, and Hydra 
Touch hydraulic conti 
lorque Amplifier dt 
forward speed il 
to 16.7 


tractor and 


epowel 


and 


feature as Torque 


rmriile pe 
reverse peed It 
when full 


pound equipper 


driven by a 175 pound oper 
Special duty 
}) oved 


a and use 


equipment 


ind available 


clude a bru and stall 
tree tille: eal 
front-mounted iw h 
bulldozer 


post-driver tran 


mounted 
ilf-trach 
w plow post-hole 
plante 





pecialize in 


Wood Bros. Liquidated 
By Ford Motor Co. 


FORD 


draulic-driy 
ind roto-tiller 


° 


Farmers Tool Announces 
New Farmtec Harroplows 


Toot and Equ 
Oakland 21 


FARMER pment 
‘ Amelha St 
equip! 


Wood Bri 


H 
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Midland Co. Adds Super 
Tiller-Mower to Line 


. 


Sunflower Mower Designed 
for IH ingen tapi 


Wisconsin Introduces 
New Model BKN Engine 


FOLLOWING 


ment of the new 














FORGED OF H¢- Scrength STEEL vg. 


Tractor, Plow and Harrow Clevises Hay Hooks 
Shackle Chain Hooks Hitch and Clevwis Pins 


ern TOUS 


ext STROM pa TOUS 


4 TYPES OF BIG ORANGE CLEVISES 
12 Numbers Up to |" Body with I'/g” Pin 


‘ For Big Orange Hi-Strength Products 
GRAS HOOKS Ask Your Jobber or Write Us 


Instent Locking 
Pin 4%" or %4" 


Available 
| Saws Ya MIDLAND INDUSTRIES, Inc. 
Big Orange i ssit’, % « " 
%", %" of } 7/16", Yj," Cedar Rapids, lowa ge 


rites ‘V5 
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BRAND NEW 
GASOLINE ENGINES 


} 


SAUERMAN BROS., INC 
20 8 ath Ave Bellwood, Dl 
Phone: Linden 4.4492 











They Plan for 
Year-Round Sales 


(Continued from page { 


after demand for home freezers ha 
tapered off. In addition to these 
three appliances the company sell 
quite a number of range 

While the sales of washers are 
heaviest in the late fall month 
the movement of corn pickers also 
is at its height at this time. Sale 
of hay balers are heaviest through 
late summer and early fall 

What has this year-'round sale 
program accomplished? To what 
it kept the company on 
the sunny side of solvency? Here 
the 1954 record, the last full year 
of activity 

During 1954 the firm sold 75 re 
tractor 


extent ha 


conditioned tractors and 
rigs, 39 new tractors, (it had sold 
44 new tractors in the first eight 
months of 1955), 
eight hay bale four combine 
tillage 
new washers, 60 range and 16! 
In addi 

listed 


number of 


18 corn picker 


numerou 


implement 78 
" 
; 


refrigerators and freezer 
tion to the new appliance 
above it old a large 
trade-in 

In order to move this volume the 
company has a well-organized sale 
program. Each field salesman spe 
cializes in one particular line, but 
ells others as well when his own 
line is not active. For exampl 
Sidney Butts is the chief imple 
ment ilesmat while ‘layton 
Keel's main job to find as mar 
apphance buyer is possible, Du 
ing the peak of implement selli 
sutts devote is entire time tot 
ale of farn machine ; 
helps hin 
appliances Ihe 
used at the height 


out while 


eason 
In addition to these 
men Frank Martin and 


Clay Grove also pitch in ; 


90 


implemer 
noota 


nplaint 
ond m 
hop 


mat ciudin acn nm 
nelper j u faithful 
booster and all of them ar 
ponsible for some of the be 
now and then. Their loyalty i 
tested to by their length of service 
Sidne. sutt ha been with the 
firm 20 year Bill Pepper 

‘al Clayton Keel, 6 year 


myself, 7 year 


° 


Wetmore Hammer Mills 
Feature Improved Design 


NEW, IMPROVED features which 
have been added to Wetmore Ham 
mer Mills, manufactured by Wet 
more Pulverizer & Machinery Co 
Tonkawa, Okla., are designed for 
greater durability and for easier 
handling, and may be had on both 
the “Glutton” and “Chpper”’ mod 
el 

The new collector 
inche farther 


turns thre 


The “Clip} 
i standard 2 
or a 29 to ¢ 

rind 90 to 
two to four tons ol 
hay. four to eight tor 
] ] to 10 tor / a 
hour. The Gluttor \ ch dor 
the same kind of wo! de 
to be used with tandard 1 
plow tractor 


motor 





CONVENTION DATES 





Farm Equipment Dealers’ Asso 

ciation of the Carolinas, annua 

onvention, Fet 12-14. H 
Hotel Charlotte, Ch 


Georgia Farm Equipment Asso 
ciation, annu ention, De 
6 Hote Bilt 


K 


Kentucky Farm Equipment As 
sociation, ! ! ! 
DD 


Mar-Del-Va 


Farm Equipment 
Association, t ntior 


Mid-South Farm 
Association, 


«? 
I 


Equipment 
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Mississippi Valley Farm 
ment Association, annu 
‘ t ‘  - 


Equip 


ibot 


Oklahoma Hardware & 
ment Association, 


Imple 


RALPH E 


CHARLES E. SMITH 


KIRBY 


“ao 
Equipment 


1955 


Managing Dire 
PRANCES A. KELLY 


DECEMBER 


Pres ctor 


T. W. McALLISTER, Vice 
Edit Assistant Edit 


Southwestern Editor 


BARON CREAGER 
1305 National City Bidg., Dallas, Texas 
J. A. MOODY 


Production Manage 


{ | {) 
Business Manager 


Texas Hardware & 
Association, 
Hot 1) ret kK 


Implement 


) 


Tri-State Hardware 


& Imple 
ment Association ! 


Virginia Farm Equipment 
sociation, nr 

Jan. 29-30, He 

fe m Hot 

Raine, 1103 I 


As 








Goulds Pumps inc. 
Senece Falls, N.Y. 


GOULDS Balanced-Flow JET 
for Shallow Wells y 


GOULDS Water Systems 


“EMPIRE” 


Buélé TULLAGE TOOLS THRIVE ON WORK — 
Regardless of Soil Conditions 


ee es ee 


The EMPIRE PLOW Company 


“Specialist in Tillege Tools Since 1840” 
CLEVELAND 27, OHIO 
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Published Monthly by 
W. R. C. SMITH PUBLISHING COMPANY 
Editorial and Business Offices 
806 Peachtree Street, N. E., Atianta 5, Georgia 
* 


Publishers Also of 


FELLS TREES 
UP TO 40” 


Many Attachments for 
WHIZ 26” and 20 
self-propelied, and 18 


SHOW YOUR CUSTOMERS THE WHIZ CHAIN 
SAW AND WATCH SALES INCREASE 


Units 


CIRCULAR SAW 


¢ of" , 
y y 


Al 
\ bf) 


” GRINDER " 


teTo} ys MANUFACTURING CO., INC. 


127 East Eleventh St 


your jobber cannot supply you 


Baxter Springs, Kansas 





19 5¢ 
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circulated, well 
lications as Progressive Farmer, 


Farm and Ranch, Kentucky 
Farmer, Southern Planter, Arkan- the model 


sas Farmer, Mississippi Farmer 
and Georgia Farmer. The com- Y¥G4D 
bined circulation of these South- 


ern farm papers is 3,187,551 ~— V-type 4-cylinder 36 h.p. 


undoubtedly including all of your 


farmer customers as well as pros- HEAVY-DUTY 
pective customer WISCONSIN ~2-cscc- ENGINE 


Don’t overlook the profit op- 
portunities in your trading area, For continuous load, high capacity pumping service it is a self-evident 
represented by the growing need fact that an engine must have pecial in-built tructural character) 
for Sprinkler Irrigation Systems. tics as insurance against power failure at a time when water on the 
And don’t overlook the fact that land is most urgently needed. The Wisconsin Model VG4D has been 
the Wisconsin Model VG4D (as corp ; 

. . eewepe Tailor-Made” to meet this need. It’s built for Heavy-Duty service 
well as smaller Wisconsin “D 
type engines) are ‘““Tailor-made” 


To provide maximum protection ind to assure lowest cost maint 


for HEAVY-DUTY Irrigation nance and long engine life, the Wisconsin Model VG4D is equipped 
service with Stellite Exhaust Valve ind Valve Seat Insert together with 


For greatest profit to yourself positive type Valve Rotators, replaceable Valve Guides, and Auto 
and the greatest satisfaction to matic High ‘Temperature Safety Switch 
your customers, sell correctly en The 
gineered complete pumping units, 
powered by Wisconsin HEAVY- 
DUTY AIR-COOLED EN- 
GINES. A number of leading 
manufacturers of irrigation pumps 
now supply Wisconsin Engines 
either as standard or optional For sprinkler irrigation service, you can't do better than to invest 
power equipment .. . as integral 


ibove features adapt this engine ideally to arduous day and 
night irrigation service In addition, ALL Wisconsin Engines have 
tapered roller bearings at BOTH ends of the crankshaft, rotary typ. 
high tension OUTSIDE magneto equipped with Impulse Coupling 
for easy starting at low cranking speeds, p dependable AIR 
COOLING at temperatures up to 140° | nd positive lubrication 


} in a correctly engineered, properly installed complete pumping unit, 
components on the complete powered by a Wisconsin HEAVY-DUTY Air-Cooled Engine. See your 


pumping unit 
We are telling your customers local dealer . . . and write for folder $-181. 


about Wisconsin Engines but 
the job of selling them is up to 


you. For your own good and for / — World's Lorgest Builders of Heavy-Duty Air-Cooled Engines 


the good of your customers , MILWAUKEE 46. WISCON 
SELL Wisconsin-Powered Irriga- . Onsen 


tion Sprinkler Systems 

Ask the nearest Wisconsin En- 
gine distributor for a supply of 
Irrigation Engine Folder S-181. 


WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 46, WISCONSIN 
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Engineering in Action — 


TRACTION BOOSTER 


with mew 
Big-Capacity implements 


Allis-Chalmers’ new remote-ram principle, operating in conjunction with 
the Traction Booster system of weight transfer on the WD-45 Tractor, is 
important engineering news for farmers everywhere 

What does tt mean 


It means that the WD-45's work power has now been expanded by ae 
without adding a pound of weight to the tractor itself Changes a 
In order that farmers may capitalize on this added work capacity to the a 
fullest extent, Allis-Chalmers has introduced a line of new, big-capacity dragging loadtoa 
wheel-transported, T’raction Booster implements of latest design ROLLING load! 


These include two double-action disc harrows (10-ft. and 12!'.-ft " 





Illustrated are WI)-4 l'y 


i-bottom moldboard plow; and a heavy-duty, 4-blade disc plow—all big 
ind discing with Allis-C} 


husky implements with quick SNAp-CoupLerR Hitch, and pulled from a capacity, whee 


ingle free-swing hitchpoint ahead of the tractor’s rear axle The WID-45's hvdr 


When farmers see these big-capacity implements demonstrated behind s1utomatically shifts to the tract 
the 4600-pound W1)-45 Tractor, they instantly recognize the significance wheels as much of the impleme 
ah s needed for earth-gripping 
of this history-making development. To them, in simple terms, it means condita eae ; PI 
} Dragging weight i converted tft 


more work done better in /ess time it Jower cost! weight iene ier to | 
40 uc east 


FARM EQUIPMENT DIVISION mMILw 


ALLIS-CHALMERS 


SNAP.COUPLER ia an Allie Chalmers trademark 





THE King Coffon LINE 


LN 























AIDED co 


tims 


























Chalk Line Top 
Masons Line, Loyout 
Tile-setting, etc. A stax 




















Venetian Blind Cord 
Quality fire plied y 
cord mode Av ble 
colors 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y 


SOUTHERN HARDWARE for DECEMBER, 1955 





4. 


FOR STORM DOORS, STORM 


WINDOWS & PORCH ENCLOSURES | | 








HOLDS IN HEAT—KEEPS OUT Cc | 


PLASTIC SAVES UP TO 40% ON FUEL | 


WINDOW MATERIALS 


THE 








And Here's Why . . . 


EXPERT MANUFACTURING! Warp Bros. are the folks 
who pioneered in “DO-IT-YOURSELI 
Window Materials. They make their own 
plastic, do their own weaving and 
processing all in their 


plastic 
Wart 


Cyst 
Ny : 
own modern plants 


WEATHER TESTED! Every one of Warp's Window 
Materials must pass the most severe weather 
exposure tests at Warp $ own testing stations 
from coast to coast. That's why they always zg 
positive, long-lasting protection against 
cold, wind, rain, sleet 


and snow 


Make M re AA 
. money Handlin, 
SATISFACTION GUARANTEED! Dealers like to handle «@ Warps W 
Warp's ® indow Materials because 


“ wh iHerials f 
miwian 
. 
established line that is fully guaranteed. Warp Bro 


; “a stand back of every yard they make and to prove it 
CHEAPER : the name “Warp's” is branded al 


< a 

along the edge == 

THAN ~ e PRICED RIGHT! Warp's Window Materials carry a 
GLASS §& 


50% 


inde 


, Pre Sells 

sisi 

Ad ver $ vat 
. Warp $ , 

mark-up, allowing dealers a full profit margin 


Alf . 
prices are nationally advertised. There's a Warp's aca - p= 
LASTS FOR 


Window Material for every purse and purpose " 





POWERFUL ADVERTISING! Warp's timely, “DO-IT-YOUR. 
. SELF" ads, as well as Radio and Television programs, tell | 
Beat All Mail-Order 


, 
folks just how easy it is to make their own low-cost storm 


doors, storm windows, and porch enclosures 
Competition with 


Appearing throughout the peak selling 

T ‘ season, this advertising will help dealers 

veneporent i Zs CLOSE MORE SALES! 
Plastic ‘ 


STORM All 36” Wide 


Every order for Easy-On Storm Win- 
dow Kits, large or small, includes 
a ‘punch packed” poster to place in 
your window 60 you can recapture 
the One Hundred Dollars in Windo 

Material business that the average 
dealer iost last year to mail order 
houses 








Carried by Reliable Hardware Jobbers 


“WORLD'S LARGEST PRODUCERS OF TOP QUALITY 
PLASTIC WINDOW MATERIALS—ESTABLISHED 1924” 





